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More Protection — Burroughs Micro- 
filming gives you more protection, 
more ways. The photographic accu- 
racy of Burroughs Microfilming pro- 
tects you from recording or copying 
errors. And, because microfilm rec- 
ords are tamper-proof, they elimi- 
nate the possibility of alteration, 
extraction or misfiling of papers. 


Burroughs 


pisTRIBUTOR 


TWO IMPORTANT NAMES IN MICROFRM 


More Space—You can have back 
99% of your present file space. Yes, 
Burroughs Microfilming can com- 
press 100 cubic feet of your files into 
1 cubic foot! Imagine, papers that 
now fill a three-drawer file will fit in 
the palm of your hand! You can pre- 
serve thousands of documents on 
just one roll of microfilm. 


More Profit—Time is money. So are 
space and accuracy. Save them and 
you save money. That’s how simply 
Burroughs Microfilming makes more 
profit for you. Savings in rent, pay- 
roll and filing equipment alone 
more than pay for it. In fact, Bur- 
roughs Microfilming amortizes itself 
in a fraction of its useful life! 
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More Time—Burroughs Microfilm- 
ing saves you ever so much time. 
Complete microfilming of an origi- 
nal paper—both front and back— 
can be done in a flash. Check-size 
documents can be recorded as fast 
as six per second! One operator can 
easily record thousands of docu- 
ments per hour! 


Smartly styled recorder—one of the 
units in a modern line of microfilm- 
ing equipment built by Bell & 
Howell, sold and serviced by 
Burroughs. 


Burroughs Microfilm Equipment is built by Bell & Howell— 
acknowledged leader in the field of fine photographic equipment. 
It is sold and serviced by Burroughs—for 60 years the leader in 
better business machines. That means more, too—more special- 
ized knowledge of both photography and business methods to 
help make microfilming do the best possible job for you. See for 
yourself. Call your local Burroughs office, or write directly to— 


BURROUGHS ADDING MACHINE COMPANY, 
DETROIT 32, MICHIGAN 


WHEREVER THERE'S BUSINESS THERE’S = 
Burroughs 





On January 1, 1945, it was 668,000 


In June, 1949, it was 800,000 


Now it’s well over 


YOO 


ALTE TL Stockholders 


No other stock is so widely held by so many people. About one family in every 50 


in this country now owns 


J ust last month the number of stock- 
holders of the American Telephone 
and Telegraph Company reached a 
record high of 900,000 and it’s still 


growing. 


This is an inerease of over 100,000 
in eight months. The big gain is due 
not only to completion of the first 
offering of stock to employees under 
the Employee Stock Plan but to con- 
tinued public buying. 


The people who own the Bell Tele- 
phone business come from all walks 
of life in every section of the country. 
Most of them are small stockholders. 
280,000 own five shares or less. More 
than half are women. 


Over 150,000 telephone employees 
are now stockholders. In the next 


American Telephone and Telegraph Company stock 


year or so many thousands more will 
complete payments on stock under 
the Employee Stock Plan. 


A significant fact is that more than 
350,000 A. T. & T. stockholders have 
been stockholders for ten years or 
longer. Their A. T. & T. dividend has 
come along regularly, in good times 
and bad. 


They bought the stock “for keeps” 
because of their long-term confidence 
in the business and their belief that 
regulatory bodies will provide ade- 
quate rates for service so that they 
may receive a fair and stable return 
on their investment. 


It’s the widespread confidence of 
investors that helps make possible the 
good telephone service you get today. 


EVERY TIME YOU TELEPHONE you share 
the benefits of the stockholders’ in- 
vestments. It’s their dollars that build, 
expand and improve the best tele- 
phone system in the world for you to 
use at low cost. 


BELL TELEPHONE SYSTEM & 





EDITORIAL 


JUSTICE HOLMES IS QUOTED as 
saying, “We need emphasis on the 
obvious rather than elucidation of 
the obscure.” We believe we can 
do no better than to accept this 
quotation as a guiding principle in 
the determination of what should 
be said here. We are using it in this 
initial editorial for the further rea- 
son that we want to make it clear 
that, to those to whom the things 
that are said here are obvious, they 
are said for the purpose of emphasis 
and with no imputation that they 
do not already know them. 


All loan officers of banks quite 
regularly encounter applicants for 
credit and established borrowers 
who do not fully realize or appre- 
ciate the considerations which must, 
of necessity, prevail in the exten- 
sion of credit to small business. This 
lack of understanding constitutes 
a major public relations problem, 
and we believe we have a partial 
solution. 

Kenneth DuVall, President of the 
First National Bank of Appleton, 
Wisconsin, in his article, “Your 
Bank’s Loans to Small Business,” 
does a splendid job of setting out 
the limits placed upon the ability 
of the applicant to borrow and the 
bank’s ability to lend by a proper 
consideration for his own ultimate 
welfare and that of the bank and 
the economy as a whole. The bor- 
rower or prospective borrower who 
reads it will be sure to understand 
and accept the banker’s viewpoint 
much more readily for having read 
it. It is with this thought in mind 
that reprints of the article are being 
made available as noted at the con- 
clusion of the article. 


Gn lla 







COMMENTS 






Leslie K. Curry, Vice President 
of Mercantile-Commerce Bank & 
Trust Company, has done and is 
continuing to do a very construc- 
tive public relations job for bank- 
ing as President of the Missouri 
Bankers Association. He has al- 
ready given upwards of fifty civic 
groups a first hand explanation of 
the manner in which the bank 
serves the community and functions 
as part of our economy. Robert E. 
Lee Hill, Secretary of the Missouri 
Bankers Association, tells about it 
in the article, “An Association 
President Takes Banking to Citi- 
zenry.” . 

In any consideration of present 
day economic and social trends, 
“emphasis on the obvious” has be- 
come a crying need. Reports indi- 
cate that Mr. Curry has made the 
most of the opportunities presented 
by his numerous engagements to 
do just that in sounding a warning 
regarding the inevitable conse- 
quences of continuing with a govern- 


‘mental deficit financing program. 


He cited some startling figures 
regarding the relationship which the 
budgetary deficit bears to the value 
in dollars of large segments of our 
economy, and left with his hearers 
the thought that each of them must 
assume his full share of the respon- 
sibility for the future trend of 
events. 

That Mr. Curry’s concern on this 
point is shared by bankers the 
country over is made strikingly ap- 
parent by the considerable amount 
of attention it has received in an- 
nual reports to shareholders, state- 
ments of condition, speeches and 
statements to the press. Statements 





Tax exemption is a well-worn 


subject, but in these days of con- 
tinuing government deficits and 
pressure for higher corporate taxes, 
the question of what may be safely 
done about improving net earnings 
through investment in municipals 
is more or less. constantly under 








by leaders of industry give added 
evidence that this concern is gen- 
eral. 


In a talk made before the Illinois 
Bankers Association, Mr. L. R., 
Boulware, Vice President of General 
Electric Company of New York, ex- 
pressed the fear that the chance that 
we can save our way of life is “all 
too narrow,” and that “the guilt for 
our failure will be fixed by history 
on folks you and I have thought 
were our very best people—includ- 
ing bankers.” This talk is a forceful 
presentation of the whole premise 
and includes an outline of a very 
positive and concrete program of 
corrective action. 

A few key sentences follow: 


“Leaders are just not often lead- 
ers any more. They are followers. 
They do, and are supposed to do, 
what the folks back home—or the 
people represented—want done, re- 
gardless of the ignorance that 
prompts those wants. 

“A really free people can live 
well materially and _ spiritually 
where there is incentive to work, 
create, compete, save, invest, and 
profit. 

“But there must be either force 
to drive men to work. Or there 
must be incentive to make men 
want to work.” 

Bankers Monthly will treat this 
subject more fully in future issues. 
We want to lend all possible sup- 
port to any measures taken by 
bankers and others in their en- 
deavors to cause democratic proc- 
esses to again become effective in 
bringing our fiscal affairs into a 
condition of balance. 


J. H. PETERS, Editor 


review. The article, “Mr. M’Culloch 
Made His Mark,” by Edmund H. 
Davis, Statistical Department Man- 
ager of John Nuveen & Company, 
with its very interesting historical 
setting, will serve effectively as a 
reminder, a refresher, or as a start- 
ing point in any new discussion or 
consideration of the subject. 
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TRANSFERS were 

a 9 to 5 headache to 

a Midwest street 
railway...Tickometer \y 
now provides exact 
daily totals in less 

than two hours. 


CURRENCY COUNTS 
in a retail store used to be a 
long, tedious job...is now 
a cinch—soon after closing! 


CHECK counting and 
endorsing in a large firm 
usually took hours... 
Tickometer turned it into 
a matter of minutes! 


TICKET TALLIES at 
State U used to take three 
football managers all day... 
is now handled by one in 

a few hours. 


How many? 


...can be a tough question, unless the office has a 
Tickometer—the new counting machine that can 
accurately handle currency, coupons,checks...tabs, 
tickets, transfers,...at speeds ranging from 500 to 
1,000 an hour! 

Not only counts a lot faster than any manual 
method, but imprints, too—with an optional device 
that permits the Tickometer to date, code, endorse, 
or cancel...while it counts! 

And the Tickometer both feeds and stacks 
automatically ... records full and partial runs on 
easy-to-read registers...never makes a mistake! 

Now in use at hundreds of banks and utilities, 
storesand industries, transportationand amusement 
companies...the Tickometer saves time and trouble 
anywhere fast, accurate counts are needed...Call 
any PB office or write direct for illustrated booklet. 


= Pitney-Bowes 


@TICKOMETER 


Counting and Imprinting Machine 


Made by the originators of the postage meter... 
offices in 93 cities in U.S. and Canada 


PitTNEY-BoweEs, INc. 
3823 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 
Name _ 

rr... 

Address 

CaK....... 
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When you consider a corre- 
spondent bank relationship in 
Boston, remember that in size 


and service The First NATIONAL 
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the PRINTING 
CALCULATOR 


has ALL the answers 


... for banking figure problems 


Time is money. And figuring time costs you 
plenty. Your investment in clerical labor and 
in office expense for necessary calculating jobs 
is probably larger than you think. Compared 
to this overhead, the cost of your office figuring 
equipment is practically negligible! Why not 
make sure you're getting figure production at 
minimum cost? The Remington Rand Printing 
Calculator slashes costs because it gets the work 
out faster—does all your figuring work. This 
streamlined gray beauty eliminates waste mo- 
tions completely. Every problem is directly cal- 
culated—every factor, every answer is automati- 
cally printed on the tape. No need for reruns to 
check accuracy . .. no laborious manual copying 
from hard-to-read dials. The tape is your proof 


Flemington. Peanut. 


AUTOMATIC PRINTING CALCULATOR 
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—printed, permanent . . . always available for 
reference. 

But that’s not all. Simplified, ten-key opera- 
tion, automatic completion and clearance of 
problems, automatic division . . . multiplica- 
tion, addition and subtraction—all add wings to 
your work . . . beat back costs! Call your Rem- 
ington Rand representative for a free demon- 
stration, or send the coupon today. 


Copyright 1950 by Remington Rand Inc. 
Remington Rand, 315 Fourth Ave., New York 10,Dept.BM-3 
Please send complete information on COST-SAVING 
with the Printing Calculator. 
eg TRE NERS TE I A ON Ar. 
Company 


Address 
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Mr. C. R. Eichenberger, Vice-Pres- 
ident in charge of Division C, discusses 
automotive financing with one of the 
many motor car manufacturers, dealers 
and suppliers who use The First in 
Chicago. This bank has been impor- 
tantly identified with the automotive 
industry since its very inception. 


DIVISION C 


C. R. ErcHENBERGER Vice-President 
Rosert J. Crossiey Vice-President 
C. A. ASPINWALL, JR. Asst. Vice-Pres. 
James A. BourKE Assistant Cashier 
Water A. Grau Assistant Cashier 
Grorce J. WELLNER Assistant Cashier 
Mitton C. Haase Assistant Cashier 


BUILDING WITH CHICAGO 
SINCE 1863 
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You get better results when 
you talk the same language 


Under the unique Divisional Organization of The First National Bank of Chicago, 
the officers of each division are intimately acquainted with the activities and 
problems of the industries on which they concentrate their efforts. 

Division C, for instance, specializes in the financing of the automobile, iron 
and steel, machinery, agricultural implement, and electrical products industries. 
Each of nine other divisions operates in its own specialized field. 

So, no matter what business you are in—no matter whether it is large or 
small—you and the particular group of officers of The First National Bank with 
whom you discuss your financial requirements thoroughly understand each other. 
And... you get better results when you talk the same language. 


Epwarp E. Brown, Chairman of the Board 


James B. Forcan, Vice-Chairman Homer J. Livincston, President 


Harotp V. AmBerc, Vice-President Hueco A. Anperson, Vice-President 
Water M. Heymann, Vice-President HERBERT P. Snyper, Vice-President 


The First National Bank of Chicago 


DEARBORN, MONROE AND CLARK STREETS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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By Ewing Galloway, N. Y. 


Your Bank’s Loans To Small Business 


By KENNETH K. DU VALL 


President, First National Bank, Appleton, Wis. 


The author here sets up a framework of the principles and policies 


within which any bank can safely serve the credit needs of small 


business. 

S a long-time city banker 

A turned country banker some 

three years ago, I approach 

the subject of loaning to small busi- 

ness with real conviction concerning 
its significance to all of us. 

The role of small business in our 
economy, its place in the economic 
life of the community each of us 
serves, the truly significant part it 
can have in the development of our 
own individual banks, make it defi- 
hitely worthwhile for us to explore 


each of these phases of the subject in 
some detail. 

Small business plays a unique 
role in the perpetuation of our 
American type of enterprise econ- 
omy. For this reason it has received 
increasing attention in the nation’s 
political councils, as is attested by 
these remarks of Secretary of Com- 
merce Charles Sawyer, following his 
recent talks with businessmen all 
over the country: “I made an espe- 
cial effort to talk with small busi- 
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ness while on these trips. . . . The 
problem which seemed to be more 
pressing than any other was that of 
adequate credit. Repeatedly the 
small businessmen reported their 
difficulty in getting adequate work- 
ing capital or credit from banks.” 

The aggressive promotion of the 
Smaller War Plants Corporation 
during the closing months of World 
War II demonstrated wide recogni- 
tion of the importance of this role 
of small business, as did the subse- 
quent aggressive campaign carried 
on by the American Bankers Asso- 
ciation through the nation-wide 
promotion of credit pools by the 
Postwar Small Business Credit 
Commission. The Small Business 
Credit Commission of the A. B. A. 
has continued to function by urging 
banks to care for the credit needs of 
small business. 





There are individuals of a cynical 
turn who would ascribe these ac- 
tivities, or part of them, to politi- 
cians who have been trying to make 
an issue of the problems of small 
business for their own benefit. While 
this point of view does have plenty 
of precedent in its favor, it does not 
satisfy the serious student of our 
economy. 


There are more fundamental rea- 
sons for the importance being at- 
tached to small business. In the first 
place, it is well to realize that the 
greatest single element of strength 
in our enterprise system lies in the 
fact that the power to make impor- 
tant decisions is spread out among 
hundreds of thousands of individ- 
uals. Herein we find the secret of 
our economic virility; herein we find 
the means to keep a complex econ- 
omy constantly attuned to changing 
needs. 

In the second place, it is essential 
to keep before us the fact that no 
feeling of class-consciousness arises 
in a country which offers today’s 
working man the opportunity to be- 
come tomorrow’s business man. 
These are prime factors in the econ- 
omy that has made us great. These 
factors function through small busi- 
ness. 


Type of Business Leadership 
Determines Type of Community 

If small business, then, plays a 
significant role in our type of econ- 
omy, what precise place does it oc- 
cupy in the community each of our 
banks serves? Need I remind you of 
the vast differences to be found in 
our country between communities 
set in much the same environment? 
Some are progressive—known as 
good places to live. Some are 
standing still or slowly slipping 
backward. The difference is often 
accounted for by leadership and 
leadership comes largely from busi- 
ness people many of whom are still 
small and more of whom were at 
one time small. 


Getting down to the case of our 
own individual banks, quite aside 
from the fact that our own interests 
are identified closely with the eco- 
nomic health of the enterprise sys- 
tem and our own community, we 
find a more selfish reason for work- 
ing with small business. It is simply 
the observation contained in the old 
saying that “big oaks from little 
acorns grow.” All of us with experi- 
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ence know that the most loyal cus- 
tomers we have are those to whom 
we extended a helping hand in time 
of need. New generations of deposi- 
tors are coming into being every 
day. The leaders of only a few years 
hence are being developed now. 
They can’t be ignored in planning 
for the future. In a manner of speak- 
ing, they are the seed from which 
the future harvests are to be reaped. 


Small business deserves the hon- 
est, intelligent attention of all banks 
who profess to have an interest in 
the American type of economy, in 
their own community and in the fu- 
ture of their own individual bank. 

What are some of the special 
problems involved in loaning to 
small business? 

A fundamental rule in credit is 
that character and capacity deter- 
mine the right to credit while capital 
determines the extent to which 
credit may be granted. Therefore, 
our first concern in loaning to small 
business, as in all loaning, is the 
problem of character and capacity 
or, in other words, the problem of 
management. Small business is apt 
to pose some problems in manage- 
ment peculiar to size. In the first 
place “small” often, although not al- 


ways, Means new and untried; in 
fact, if the enterprise is not rela- 
tively new and untried, we are gen- 
erally justified in raising the ques- 
tion—why is it still small? 


Small Business Lacks Scope in 
Training, But Can Act Quickly 

In the second place, small busi- 
ness is usually a “one-man” busi- 
ness and, as might be expected, “one 
man” is seldom well balanced in ex- 
perience. “One man” may be quite 
able to sell, quite able to fabricate 
or produce or quite able to procure, 
but not able to do all three, much 
less to manage, much less to finance. 
So we must seek out the particular 
abilities of one-man management 
and be prepared to watch for its 
weaknesses. Certainly, if the weak- 
ness in a particular case lies in the 
direction of sound handling of 
finances, a banker can be especially 
helpful. sf 


< 

Because small is often synony- 
mous with new and untried, bank- 
ers have an especially difficult task 
in sorting out the marginal opera- 
tor—selecting the sheep from among 
the goats. The ten years of almost 
continuous and unparalleled pros- 
perity experienced since 1939 have 
witnessed the birth of a record crop 
of new business enterprises. Many 
of these newcomers of the past ten 
years have already won the right to 
survive in an era of real competi- 
tion; others have not been truly 
tested and some of these will not 
stand the tests of economic fitness. 

One factor on the favorable side 
of small business, which is apt to 
prove important as a period of eco- 
nomic testing is faced, should not be 
lost sight of. I refer to the flexibility 
in making management decisions 
rapidly. As one writer so well 
phrased it “Major decisions are not 
recommendations but determina- 
tions of policy resulting in action.” 
Small business can shift from the of- 
fensive to the defensive with a ra- 
pidity denied to large business. 


If the problems of management 


“It is well to realize that the greatest single element of strength 
in our enterprise ‘system lies in the fact that the power to make im- 
portant decisions is spread out among hundreds of thousands of indi- 


viduals. Herein we find the secret of our economic virility; herein 
we find the means to keep a complex economy constantly attuned 


to changing needs." 
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peculiar to small business have been 
taken into account and a credit ap- 
plicant has won the right to some 
credit, the next problem the banker 
must face squarely is the problem of 
capital. Small business is quite often 
called upon to make its capital work 
hard—to make its capital do double 
duty—to work overtime. As in the 
case of a human being, making capi- 
tal work hard may bring rich re- 
wards or it may induce a break- 
down. The strain on capital leads to 
the steady loan and thus to all of the 
increased risks involved in longer 
term lending. 

It is for this reason that the real 
demand upon the R.F.C. is for loans 
running five to ten or more years. 
Commercial banks, quite soundly it 
seems to me, hesitate to hazard their 
funds for a long period of time in a 
small and likely untried business 
venture. The risk involved is fre- 
quently one for equity eapital and 
not capital furnished at bank rates 
of interest. 


Supporting Lines With Collateral 
And Credit Information Require 
Special Effort And Study 


In an effort to bolster up a weak 
capital situation, collateral may be 
sought as a supplement. As a banker 
and his client search for collateral 
in a small business they find ac- 
counts receivable and inventory in 
the more liquid category and ma- 
chinery or equipment and real es- 
tate in the fixed category. Later I 
shall explore some of the limits im- 
posed in loaning upon such collat- 
eral. 

A third special problem involved 
in loaning to small business is the 
difficulty of getting the facts, that is, 
getting facts of the type and in the 
form the banker wants. The crux of 
this problem lies in the fact that the 
business manager (especially the 
smaller one) is seldom expert in 
financial knowledge; he often does 
not clearly understand his own 
problem. Furthermore, he is not apt 
to know the limits within which a 
sound banker must work and, 
finally, lacking experience, he is 
sometimes reluctant to volunteer all 
of the information he commands. 

Facts in the way of figures or 
financial statements in the form a 
banker is accustomed to constitute 
a big stumbling block in many 
cases. Often this follows from the 
simple fact that the small business 
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does not have adequate accounting 
records. Such figures as are assem- 
bled are, therefore, taken from but 
rudimentary records. Calling in an 
accountant to furnish financial 
statements is not a sure cure for the 
difficulty. The accountant can only 
work with the material available. 
Too often accountants are unwilling 
to undertake small jobs and do them 
well; occasionally they are guilty 
of allowing their names to be asso- 
ciated with reports they can’t, in all 
honesty, take responsibility for. 


Does It Pay? 

Any survey of the problems in- 
volved in loaning to small business 
must touch upon the question all 
bankers face, namely, does it pay? 
The time and effort expended in in- 
terviews, visits to the place of busi- 
ness, investigations, setting up a 
loan and subsequently servicing it 
may, in many cases, be out of pro- 
portion to the immediate return in 
interest collected. Making an honest 
effort to care for the credit needs of 
small business is not prescribed for 
the lazy banker nor for the banker 
who refuses to take a long look 
down the road of the future. 

So far I have tried to say I think 
small business is very important 
while at the same time I have 
warned of some special questions in- 





volved in loaning to small business. 
These questions call for some an- 
swers. 

If, as I have said, the first prob- 
lem is that involved in the manage- 
ment, we start finding our answers 
in the interview initiating the appli- 
cation for credit. This interview pre- 
sents an opportunity to the alert 
banker to accomplish two purposes: 
(1) learn about the business and 
(2) size up the individual managing 
it. The banker might well consider 
his role to be similar to that of the 
doctor who knows a careful diagno- 
sis must precede a sound prescrip- 
tion. His objective is to arrive at a 
clear notion of the applicant’s real 
requirements, bearing in mind that 
the applicant, likely as not, is no ex- 
pert in finances and may not clearly 
understand his own problem much 
less the limits imposed upon the 
banker. Gaining the confidence of 
the applicant ‘so that he is encour- 
aged to volunteer such facts as he 
has at his command is a real chal- 
lenge. Getting at the facts he doesn’t 
readily have at his command is apt 
to be even more difficult both be- 
cause he may not understand their 
importance and also because he is 
reluctant to admit he doesn’t have 
them. 

In dealing with the smaller and 
the newer business enterprise much 


By Ewing Galloway, N. Y. 
The banker might well consider his role to be similar to that of the doctor who 
knows a careful diagnosis must precede a sound prescription. 





can be gained in tne search for facts 
by a visit to the place of business 
and a look at the bookkeeping and 
other records of account. Some 
bankers, I am sure, would be sur- 
prised by the evidence such records 
may disclose. They may learn that 
the management of a business has 
valuable or quite meager tools to 
work with as he faces his financial 
problems. 


In many cases, the most perplex- 
ing problem will be found to lie in 
an attempt to forecast the financial 
pattern of the business over any 
considerable period of the future. In 
fundamentals, forecasting is not 
complex and once the principles are 
understood, practice in their appli- 
cation advances the art rapidly. 


Special Form Helps Businessman 
Foresee Future Financial Pattern 

The Robert Morris Associates 
have devised a form called “Projec- 
tion of Financial Statements and 
Supporting Information” which is 
especially designed for small busi- 
ness. I have used it successfully in 
teaching businessmen to learn how 
to foresee their future financial pat- 
tern and its requirements. This ex- 
perience has taught me that at the 
outset, the small business man or 
his bookkeeper is apt to be worried 
about a seemingly complex prob- 
lem. He is surprised to learn that 
valuable results can be achieved 
without expert accounting knowl- 
edge. 

This attempt to see the financial 
pattern that lies ahead is essential 
if the banker is to tailor the cloth to 
the requirements of the pattern. 
Sound loaning requires just that. 
Trouble isin store when the terms 
of a business loan are ill-fitted to 
the financial needs of the borrower. 
Trouble, likewise, is in store, when 
the banker attempts to compromise 
with sound requirements, as for ex- 
ample, by loaning less money for a 
shorter time than called for by the 
facts of the situation. If the banker 
is not willing to do the job called for 
he and his client are both better off 
if the banker declines to go along. 
In such cases the banker should be 
especially careful to explain the ex- 
act reasons for his refusal. 

What about taking collateral for 
the small business loan? As I have 
already pointed out, the collateral 
available usually is accounts re- 
ceivable and inventory in the more 
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“It may be easy for the banker to accept a responsible surety 
and later quite distasteful to enforce the rights acquired by law." 


liquid category and machinery or 
equipment and real estate in the 
fixed category. All of these pose 
some rather special problems. 

The first principle to apply to all! 
collateral is to be found in an honest 
answer to this fundamental ques- 
tion: to what extent will the collat- 
eral afford protection independently 
of the borrower’s fortunes? “Inde- 
pendently of the borrower’s for- 
tunes” is the important part of the 
question, for if the collateral is only 
as good as the future economic suc- 
cess of the borrower, there would 
appear but little reason for taking it 

Let us apply this reasoning to 
loans on assigned accounts receiv- 
able. Whatever the laws of the var- 
ious states on assigned accounts 
may be, I feel quite safe in pointing 
out, as a generality, that there are 
many highly technical procedures 
involved and unless the banker is 
both prepared and equipped to ap- 
ply them, he cannot say honestly 
that collateral consisting of as- 
signed accounts receivable does af- 
ford protection independently of the 
borrower’s fortunes. While I am a 
firm believer in operating a bank to 
give the broadest type of service to 
its customers, my own experience 
leads me seriously to doubt the ad- 
visability of the average small bank 
making loans on assigned accounts 
receivable. It simply will not pay 
its way because of costs being too 
high in relation to possible volume. 
Sometimes we may go through the 
motions of taking assigned ac- 
counts in order more closely to po- 
lice the small borrower’s affairs. 
However, in such cases we do not 
delude ourselves into feeling that 
we have real collateral. When we 
decline to loan primarily on the se- 
curity of assigned accounts we go 
out of our way to explain our rea- 
sons. 


“If collateral is only as 
good as the future economic 
success of the borrower, 
there would appear but little 
reason for taking it.”’ 


Loans to business on inventory 
have a far larger place in banking 
taan loans on assigned accounts. 
Here again, there are legal require- 
ments to be thoroughly understood 
and carefully observed. Once more, 
too, there is need to answer the 
question concerning the protection 
afforded independently of the bor- 
rower’s fortunes. More specifically, 
the question is, can and will the 
bank be willing to take over the col- 
lateral and realize on it with the 
borrower out of business. Obviously, 
the loan on a specialized finished 
product such as, say a vending ma- 
chine requiring specialized selling 
technique, can scarcely qualify as 
being well secured. Again, with re- 
gard to many raw materials, it is 
necessary to know that the material 
pledged is of a kind and quality that 
has a ready market and is, there- 
fore, not so specialized by partial 
fabrication as actually to have but a 
limited market. 


Security Must Protect Independently 
Of Borrower's Fortunes 

What shall we say of the chattel 
mortgage on machinery or equip- 
ment? It is well to have access to a 
specialist in the sale of used equip- 
ment if much reliance is placed 
upon the market value of such per- 
sonal property. It is necessary to 
know rather precisely the type, age 
and condition of equipment. Finally, 
the steady depreciation with use and 
the possibility of obsolescence must 
be taken into account. 


Commercial or business real es- 
tate as collateral cannot be treated 
as a generality but needs to be con- 
sidered very much on the merits of 
the particular case. The chief risk to 
guard against is that of single or 
limited purpose utility. Again it is 
essential to answer the question, 
what protection does the collateral 
afford independently of the borrow- 
er’s economic future. 


In loaning to small business, 
bankers are frequently confronted 
with the problem of personal en- 
dorsements or guarantees offered as 
an accommodation to the borrower. 
Such protection has its value but in 
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Behind The Home’s financial condition stand 
important human assets—the people who own 



































this Company, the people who work with us and 
the people who are served by the Company. 
The Home is owned by many people. It serves 
3 many people—in all walks of life, in all parts of 
the country, in many other parts of the world. 
1 You or your neighbor, whether a policyholder 
or a stockholder, or a prospective one, are im- 
portant to The Home Insurance Company. 
Through its more than forty thousand repre- 
sentatives, The Home Insurance Company is 
l today the leading insurance protector of Ameri- 
. can homes and the homes of American industry. 
a Its size and strength enable it to serve the 
- smallest as well as the largest insurance need. 
d For almost a hundred years, The Home has 
is stood between property owners and the risk of 
o sudden financial loss. The homes and business 
e futures which have been restored are beyond 
, estimate. Since the founding of the Company. 
i Home policyholders have been reimbursed for 
: more than a billion and a half dollars in finan- 
. cial losses. 
Because The Home’s business is to protect 
- property values in which so many people are 
d concerned, and because the loss of such values 
i would affect the economy of the country, this 
vf statement of The Home’s financial condition may 
° be of interest to the public. 
ir Sincerely, 
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Administration . 
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Liabilities Under Contracts with War ‘Shipping | 
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Investment in The Home Indemnity Company é 7,690,736.20 
First Mortgage Loans ‘ re se a eee 3,017.83 
Real Estate . . ear eee 4,477,325.36 
Agents’ Balances, Lees Than on ‘Days ‘Due F 14,370,413.65 
Reinsurance Recoverable on Paid Losses 374,237.35 
Other Admitted Assets . : 1,891,094.14 
Total Admitted Assets . $318,145,129.49 
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Reserve for Unearned Premiums ae ‘ $146,128,831.00 
Reserve for Losses ‘ 30,890,845.00 


. . «2 13,900;000.00 
. -1,608,917.08 
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The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


1,191,579.00 
Other Liabilities . 3,057,570.33 
Total Liabilities a Capital $196,777,742.41 
Capital water ee $ 20,000,000.00 
CRN a) 6 ea en 5 Se He 8 0 oe 
Surplus as Regards Policyholders . . 121,367,387.08 

Total . 


.__$318,145,129.49 


* NOTES: Bonds carried at $5,376,605.79 Amortized Value and Cash $80,000.00 in 
the above balance sheet are deposited as required by law. All securities have been 
valued in accordance with the requirements of the National Association of Insuz 
ance Commissioners. Assets and Liabilities in Canada have been adjusted to the 
basis of the free rate of exchange. Based on December 31, 1949 market quota- 
tions for all bonds and stocks owned, the Total Admitted Assets would be increased 
to $319,766,705.54 and the policyholders’ surplus to $122,988,963.13. 
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accepting it, a banker should make 
quite sure of two aspects, namely, 
(1) does the personal surety under- 
stand the risk and terms and (2) is 
he prepared to face the conse- 
quences of the bank’s taking re- 
course against him. It may be easy 
for the banker to accept a respon- 
sible surety and subsequently quite 
distasteful to enforce the rights ac- 
quired by law. 


Reasons For Any Default Should 
Be Carefully Analyzed 


It is a truism of banking that but 
few, if any, loans are of doubtful 
collectibility at their inception. A 
soundly conceived loan has been 
granted to fulfill a purpose. The 
funds for its repayment should be 
indicated at the outset. If, then, pay- 
ments are not coming in as sched- 
uled, something has gone wrong and 
immediately the reason therefor 
should be ascertained. If general 
business conditions or other factors 
beyond the borrower’s control have 
caused a miscarriage of plans, it is 
often wise to re-appraise the situa- 
tion and reset the terms rather than 
go along with no understanding. 
Where there is no understanding, a 
real misunderstanding is bound to 
arise. 

It is my strong and sincere con- 
viction that small business is vitally 
important to our American type of 
enterprise economy, to the commu- 
nities we serve and to the future 
growth of our own individual banks. 

Loaning to small business de- 
serves all of the attention and in- 
telligent support that bankers who 
are willing to understand its spe- 
cial problems may give it. The 
problems center around the limita- 
tions of management and capital 
both of which, in turn, react one 
upon the other by making the task 
of getting facts both highly impor- 
tant and frequently difficult. 


Small Business Loans Offer 
Challenge To Energetic Banker 

Often the needs of small business 
call for equity capital and not 
credit, hence the plea for long-term 
loans supported by collateral to 
supplement capital. The collateral 
available usually involves its own 
peculiar problems, especially for 
the smaller bank. 

The problems inherent in loaning 
small business stand out as a chal- 
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lenge and will never be used as an 
alibi by the banker who finds the 
American scene good and goes out 
to help preserve it. All problems 
worthy of solution find answers in 
the hands of the energetic, the pa- 
tient and the understanding. 


Editor's Note: The customer who 
owns or operates a small business and 
reads this article will be sure to 
understand more clearly the factors 
which place a proper limit upon his 
ability to borrow and the bank's ability 
to lend. Reprints are available for dis- 
tribution to such customers at 3¢ each. 


ABA Credit Conference Sees 
1950 As Good Business Year 


The year ahead will be one of op- 
timism tempered with restraint. 
This is the view of the nation’s 
bankers, businessmen, government 
officials, and economists, according 
to the summation speech made by 
Chairman Kenton R. Cravens at the 
recent meeting of the Second Na- 
tional Credit Conference of the 
American Bankers Association’s 
Credit Policy Commission. 


“The restraint,” said Mr. Cravens, 
“is primarily due to the realization 
on everybody’s part that we cannot 
continue to look forward to a 
healthy business climate and a 
strong economy if deficit spending, 
a growing national debt, and heavy 
taxation, regardless of the source 
of revenue are to be long continued. 
This is the weakness in current 
business and in the foundation of a 
sound economy.” 


Mr. Cravens said the conference 
predicted that consumer income this 
year would remain at the high level 
of a year ago, but that there would 
be a downward trend in farm in- 
come and purchasing power, offset 
by increased outlays of the govern- 
ment, chiefly the payment of $2,- 
800,000,000 of veterans’ life insur- 
ance dividends. Because of this con- 
tinued high volume of consumer 
income, retail sales would continue 
strong. The inventory policy of 
manufacturing, wholesale and retail 
concerns continues to be one of cau- 
tious buying, with more and more 
attenticn to rate of turn-over. The 
construction industry, stated Mr. 


Cravens, looks forward to a satis- 
factory year. While there may be a 
slight decrease in the total amount 





of residential construction, public 
works projects of state and munici- 
pal governments will more than off- 
set any modest decline that may 
occur in residential building. 

According to Mr. Cravens’ sum- 
mation, a decline is expected in cap- 
ital outlays by business and indus- 
try, a normal development, to some 
extent, following the great increase 
in these outlays when plant and 
equipment were expanded to meet 
the tremendous postwar demands 
for production. 

But it also indicates a cautious 
long-range attitude on the part of 
business enterprise. This stems, ac- 
cording to the summation, from a 
hesitancy to make long range com- 
mitments in the face of the govern- 
ment’s continued policies of deficit 
spending, heavy taxation, and wel- 
fare benefits, and from the fact that 
certain vital segments of the econ- 
omy have not yet experienced any 
significant postwar readjustment at 
all, but for which the outlook dur- 
ing the coming six months is favor- 
able. These are the automobile, steel 
and construction industries. 


Lower Profits Anticipated 

Profits before taxes of business 
and industry during this year, the 
summation continued, may be ex- 
pected to decrease slightly below 
their level of last year. This is due 
to increased costs of operation and 
production, and, in some individual 
businesses, to lower profit margins 
resulting from increased competi- 
tion. 

In conclusion the summation 
stated: “No undue concern as to the 
availability of bank credit or as to 
the amount or quality of loans out- 
standing appears warranted. It 
seems to me that a sound credit 
policy for a bank should parallel 
the present relatively cautious poli- 
cies of business. Constant counsel- 
ing of your customers to keep 
within these reasonable limits will 
implement this lending policy. Such 
a policy is constructive. 

“The banks are in business to 
take risks. That is their only justi- 
fication for existence. If they try to 
dilute that risk by sharing it with 
government and the taxpayers, they 
run the greater risk of having the 
very guaranties they accept not only 
guarantee them out of business, but 
also deliver the control of all busi- 
ness to the guarantor.” 
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Commercial 


Bookkeeping 


Operations 


The second of two articles based 
on operations surveys conducted 
for correspondent banks. 


By G. R. WELLINGS 


Assistant Cashier 
Manufacturers National Bank, Detroit, Mich. 


or another, is not new. In fact, 

during the days of the N.R.A., 
banks found it necessary to take 
some action with regard to book- 
keeping department hours. If you 
recall, the N.R.A. called for all over- 
time to be adjusted within a 13- 
week period. In many banks, a seri- 
ous problem arose in connection 
with making this adjustment. Per- 
sonnel and equipment had to be 
increased, or a system developed 
which would correct the overtime 
situation. 

Many banks began experiment- 
ing, and tried the plan of deferring 
part of their work until the next 
morning, and they finally decided 
that all such posting could be de- 
ferred. This system, in most cases, 
not only solved the overtime prob- 
lem, but enabled banks to reduce 
the number of their ledgers. 

It might be mentioned here that, 
in many states, new legislation was 
sought and obtained to provide the 
banks using the deferred posting 
system with suitable protection. 


[ ) fo ancthe posting, in one form 
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Just recently, the Federal Reserve 
regulation requiring drawee banks 
to return unpaid items on the day of 
presentation was lifted, thus remov- 
ing one of the major barriers to the 
system. As this movement grows, 
an increasing number of banks will 
have better control of their calcula- 
tion of availability of proceeds of 
deposited items. 

Single posting, from an operating 
standpoint, has many advantages, 
and has been followed in some cities, 
notably New Orleans, 
years. Recently single posting has 
been quite widely adopted through- 
out the country. 


Deferred And Single Posting 
Bring Economies Up To 25% 

Many bank management experts 
estimate that economies resulting 
from deferred and single posting 
range from 10% to 25%. It elim- 
inates “dribble” posting. It results 
in fewer balance pick-ups and post- 
ings, with consequent reductions in 
both motions and errors. There is 
no need to speed the work through 


for many . 


various handlings in order to meet 
arbitrary deadlines. Staff morale is 
improved by the elimination of work 
pressure, and the establishing of 
regular working hours, and regular 
lunch and rest periods. “N. G.” 
items can be returned with greater 
positiveness and in much less time, 
since all deposits are in the hands 
of the bookkeepers at the time they 
pay the checks. 


During the war years and subse- 
quently, the staffing of the book- 
keeping department has been per- 
haps the most difficult assignment 
that bank operating men have had 
to face. The incidence of errors has 
risen all over the country. Because 
of this, there has been a slight swing 
away from single posting back to 
the dual posting or the machine 
paying plan. This, however, is not 
necessary or desirable, if sufficient 
training is given and continuous 
supervision maintained. 


Photo above: Bookkeeper relocating ac- 
counts and posting the entire day's debits 
and credits in one run. 
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It is appreciated that in smaller 
banks there cannot be the degree of 
specialization that is found in larg- 
er institutions. However, in many 
of the banks we have visited, there 
seems to be a “bogging-down” of 
work in the commercial bookkeep- 
ing departments. Whether they 
have single or dual posting, nearly 
all of them have similar problems 
in connection with hours, morale, 
balancing, differences and errors. 


Single Posting Can Afford 
Same Protection As Dual Posting 


It is surprising to learn how many 
banks have a single posting plan 
which in no way affords them the 
protection of the old dual posting 
system. However, if properly in- 
stalled, maintained and supervised, 
single posting—visual (or sight) 
paying will give the same protec- 
tion in connection with posting to 
the correct accounts as any dual 
posting system. 


To support the foregoing state- 
ment—we have, since 1938, posted 
between 700 and 850 thousand items 
per month to our commercial ac- 
counts. In that time we have suf- 
fered no loss through the posting of 
an item to the wrong account, and 
none from paying against uncol- 
lected funds. It is not our intention 
to imply that no errors were made, 
but only that we incurred no loss 
which could in any way be attrib- 
uted to our single-posting, visual- 
paying plan. 


Neither system can completely 
eliminate errors. Under single or 
dual posting an item could be post- 
ed to the wrong account, or a forg- 
ery paid. 


Here are a few important rules to 
follow when using single posting: 


1. Instead of posting item activ- 
ity by machine on the stub portion 
of the statement, do this by long- 
hand, either on the front or reverse 





side of the stub. Although book- 
keeping machines are today built to 
post float or activity mechanically, 
it is the writer’s opinion that per- 
forming these additional functions 
at the time of posting debits and 
credits, tends to lessen the book- 
keeper’s speed and accuracy. This 
work can be done at a more conveni- 
ent time as a by-product of check- 
ing the posting of credits. The 
checking of the posting of debits 
becomes a by-product of balancing 
the number of checks against the 
number shown on the statement, 
and, at the same time, a double- 
check of the name and signature on 
the checks is made. 


2. Permit no erasures on state- 
ments. Adjust all errors by actual 
entry, and make over and balance 
the statement. . 


3. Double-check all made-over 
statements at a central point, to 
insure that they have been made 
over correctly and the balances 
agree with the adjusted balances 
on the daily journal. 

4. Adjust all errors on the daily 
journal, whether in debits or cred- 
its, and the new balances, as to the 
gross instead of the net amount. 
Subtract the incorrect amounts and 
add the correct ones, showing the 
name of the account affected. 


5. Keep all old made-over state- 
ments for at least 30 days after the 
corrected statements have been for- 
warded to depositors. 


These rules, if strictly followed, 
will do much to eliminate errors, 
and should insure that weekly re- 
capitulation of ledgers is in balance. 
If a ledger does not balance, the 
difference can be quickly located by 
reviewing the weekly journal sheets 
and corrected statements. 


Under a properly organized visu- 
al paying—single posting plan, each 
bookkeeper pays checks as to in- 
dorsement and signature, and de- 





In The Bookkeeping Department Of Smaller Banks 


1. One person should be made solely responsible for the tellers’, 


proof and bookkeeping departments. 


2. Rules, regulations, policies and procedures should be uniformly 


followed. 


3. Statements should be rendered to af customers monthly as a 
safeguard against loss through error in posting or payment of a forgery. 


4. Entire ledger should be transferred annually in order to facilitate 
storage and destruction of old sheets in compliance with laws governing 


the preservation of old records. 








termines the accounts against which 
they are to be paid, in the same 
manner as under dual posting. 


Make One Person Responsible 
For All Operations 


In smaller banks, it is desirable 
to make one individual solely re- 
sponsible for the tellers’, proof and 
bookkeeping departments. That 
person should even become familiar 
with the mechanics of those opera- 
tions, and keep abreast of current 
developments along those lines by 
visiting other banks. 


The person given this responsibil- 
ity should also be given full author- 
ity in running the departments. 
With the approval of management, 
he should set up the rules and regu- 
lations, policies and procedures, 
under which the departments are 
to operate, and all employees should 
be expected to follow them. Too 
many bookkeeping and other similar 
operations run into difficulties be- 
cause individuals follow their own 
ideas of how things should be done. 
It is very fine for employees to 
have original ideas about their 


work, and they should be encour- 
aged in this direction: It is a good 
system, however, to have them pre- 
sent their suggestions to the person 
in charge, who may, at his discre- 
tion, bring them before manage- 
ment. It would be desirable to keep 
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One letter-size drawer of filmboxes, representing approximately 1,380,000 
checks which have been photographed front and back, or a total of 2,760,000 
pictures. 


management informed of the details 
of the various operations. 

The use of photographic equip- 
ment eliminates carbon sheets, 
which are very expensive and dif- 
ficult to handle. Another of the 
disadvantages in the use of carbon 
sheets is that they require much 
more storage space than do film rec- 
ords. Consider, for the moment, the 
storage problem of a bank having, 
let us say, 60,000 accounts. Over a 
period of ten years, 7,200,000 sheets 
would accumulate, and, at a con- 
servative estimate, 450 four-drawer 
file cabinets would be required to 
hold them. If these records. were 
photographed, the films could be 
stored in approximately four four- 
drawer files. 

The use of film also eliminates 
the possibility of alteration and sub- 
stitution of records, or of their be- 
ing removed or misfiled. 

Many banks, when photographing 
their statements, make two film 
records simultaneously. One is re- 
tained by the bookkeeping depart- 
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ment, and the other forwarded to 
the auditing department or held 
elsewhere in the bank. This pro- 
vides the bank with greater protec- 
tion, and, since there are two records 
for reference purposes, customers’ 
inquiries can be answered more 
quickly. 


Film Record Complete 

Another advantage of film records 
is that they enable a bank to give 
customers more detailed informa- 
tion regarding their accounts than 
any other form of record. 

The equipment could be used to 
stamp each check paid, eliminating 
the need of perforating them. (Ask 
any bookkeeper about cancelling 
and filing problems). Also, com- 
panies which retain a large number 
of their checks in files, prefer to 
have them stamped instead of per- 
forated. 

Automatic feeding devices, which 
will take checks or statements, can 
be attached to photographic equip- 





ment. Micromatic adjustment on 
the machine insures that only one 
statement goes through at a time, 
If a check is not photographed, it 
is not stamped “Paid,” enabling the 
bookkeeper to discover it when fil- 
ing, and to return it to be photo- 
graphed. 

Photographing checks daily (in 
alphabetical order) makes it pos- 
sible to check out, and eliminate the 
“headache” of counter-errors. Lo- 
cating these errors is always a time- 
consuming job, especially when the 
error is for a common amount. 
Many Other Uses For 
Photographic Equipment 

It is rather difficult to understand 
why so many banks, which use pho- 
tographic equipment, do not utilize 
it to the fullest possible extent. Even 
banks having no automatic equip- 
ment or dual loaded cameras could, 
if they wished, have duplicate rec- 
ords made by the processing depart- 
ments of the company which de- 
velops their films. They can, with 
little expense to the bank, make 
positive copies from the films sent 
in to be processed. 

Photographic equipment can be 
used to make film records of many 
documents. Some of these are notes, 
returned items, cashed checks, reso- 
lutions, identification papers used 
when cashing checks, the current 
side of savings ledger cards (peri- 
odically), time cards, tax receipts, 
insurance papers and liens. 

Until a few years ago, banks had 
been unable to retain permanent 
records of their authorities to charge 
accounts with the amounts shown 
on the customers’ statements. The 
cancelled checks are the only rec- 
ords of such authorities, and these 
are returned to the customers with 
the statements. Today, any bank 
using photographic equipment has 
permanent film records of all checks 
paid, and is therefore provided with 
adequate protection in this respect. 

The writer’s opinion is that with 
photographic equipment becoming 
more and more widely used, all 
banks will eventually be expected 
to maintain film records, or even 
required to do so. 

We find that many smaller banks 
only render statements to customers 
every three months, and some even 
as infrequently as every six months. 
In most cases the statement bears 
a clause to the effect that the bank 

(Continued on Page 23) 
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WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Firms using our Field Warehouse Service repre- 
sent a cross section of American business . . . 5% 
are rated in the A’s, 4% in the B’s, 9% in the C’s, 
10% in the D’s, 26% E to M and the 46% not 
rated includes many substantial concerns. Our 
Field Warehouse Service enables banks to lend 
where accommodation in excess of open-line limit 
is indicated . . . Warehouse Receipt Loans against 
inventory. 


x 


OPERATING OFFICES 
128 Jackson St., Albany 1, Ga. * Healey Bldg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. ¢ 14 Lafayette Square, Buffalo 3, N.Y. « 173 West Madison St., Chicago 2, 
Ill. ¢ Thomas Bidg., Dallas 1, Texas ¢ National Bank Bidg., Detroit 32, Mich. * Roosevelt 
Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., Jacksonville 2, Fla. « 520 W. Seventh 
St., Los Angeles 14, Calif. « 39-45 No. Third St., Memphis 3, Tenn. « 404 St. Charles 
St., New Orleans 12, La. * 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. « 425 East 8th St., St. Paul 1, Minn. * 235 Montgomery St., 


San Francisco 4, Calif. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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An Association President 
Takes Banking to Citizenry 


By ROBERT E. LEE HILL 


Secretary, Missouri Bankers Association 


Leslie K. Curry, President of the Missouri Bankers Association, 


makes state-wide educational campaign a major project of his 


administration. 


T THE outset of his term as 
A ceresisest of the Missouri 

Bankers Association, Leslie K. 
Curry made it clear that he intended 
to make it a year of personal service. 
He was thereupon invited to address 
the Rotary Club of Moberly, Mis- 
souri, and the response to his talk 
was remarkable. On every hand, 
there was manifested an eagerness 
on the part of business and profes- 
sional men to hear the story of the 
relationship of a bank to the com- 
munity it serves. 

In his talks, Mr. Curry, who is 
Vice President of the Mercantile- 
Commerce Bank and Trust Com- 
pany of St. Louis, traced the history 
of trade and barter and the develop- 
ment of banking from its early 
inception to the present day. He 
emphasized the important and sub- 
stantial place which banking holds 
and the part it plays in the welfare 
and progress of every community, 
and presented the subject in simple 
down-to-earth language. 

Scores of service clubs throughout 
the state expressed a desire to hear 
this subject discussed by the head 
of the State Bankers Association. 
Newspapers carried advance notice 
of the meetings, reported the speech 
in detail, and almost invariably pre- 
pared editorial comment. It was evi- 
dent that Mr. Curry could have 
devoted the entire 12 months of his 
administration to making speeches 
before service clubs. Schools and 
colleges tried to engage him for 
speeches before their student as- 
semblies, and religious and social 
organizations of all kinds were eager 
for him to tell them about banking. 
He has now addressed some 50 civic 
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groups in the state, and his available 
time is thoroughly engaged for the 
remainder of his administration. 


The talks necessarily followed a 
uniform pattern, and were entitled 
“The Relationship of a Bank to the 
Community it Serves.” They were 
directed to the point that bank de- 
posits inevitably move up and down 
in tempo with the economy. As 
proof of this, Mr. Curry used a very 
simple illustration to demonstrate 
that the banking system has the in- 
herent power to create additional 
credit money through the lending 
function. Then, having established 
this fact, he went on to tie in the 
relationship of that portion of the 
Federal debt owned by the banking 
system to the economy, demonstrat- 
ing fully that bank deposits, in ad- 
dition to moving up and down with 
business loans, also move up and 
down in exact proportion to the 
banks’ ownership of Government 
bonds. 


He next turned his attention to 
taking the mystery out of banking 


“Since the banking system does 
have this-inherent power to create 
additional credit, it follows that it 
must also accept the responsibility 
of safeguarding this credit money 
through the extension of credit only 
when all of the factors of success 
are in evidence. This imposes a 
heavy responsibility on the individ- 
val bank and on the banking system, 
for in addition to the proper exten- 
sion of credit, one eye must con- 
stantly be cocked on the effect of an 
over-extension of credit on the econ- 
omy of the country.’ 











Leslie K. Curry 


—again resorting to a simple illus- 
tration by saying: 

“Banking is no more difficult to 
understand than is the fundamental 
principle of the operation of a giant 
hydroelectric plant. In the latter 
case, a utility may throw up a dam 
across a stream for the purpose of 
impounding the waters of that 
stream and all its tributaries to cre- 
ate a reservoir which can be tapped 
from time to time to produce elec- 
trical energy. Just so it is with 
banking, for the banking system 
simply throws up a dam across a 
financial stream and all of its tribu- 
taries to create a reservoir of money 
and credit which can be tapped from 
time to time to produce the finan- 
cial energy necessary for the opera- 
tion of both Government and busi- 
ness.” 


Banks Never Stronger 


After these two primary facts 
were set out, proof was then brought 
to bear on the additional fact that 
banks today are in the strongest po- 
sition in the history of banking in 
this country, and are amply able to 
meet the credit needs of individuals 
and business, both large and small. 
It was pointed out that, notwith- 
standing this, every bank has a re- 
sponsibility to each individual in 
the community, as well as to the 
community itself, and, beyond that, 
to the national economy. 

On this question of the bank’s re- 
sponsibility to the individual, com- 
munity and nation, he commented: 

“Unwisely granted credit may 
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damage a borrower to a far greater 


bank. An excess of unwisely granted 







thus result in lasting damage to the 
community. 


“Every bank charter is granted on 
the assumption that the bank will 
properly serve the community in 
which it is located. This does not 
imply all of the things that many 
people would like to have it imply. 















In lending money, a bank, obvious- 
ly, promotes enterprise because in 
selecting users of money it must be 
sure to select only those best able 
to produce, thus providing an in- 






ices, Which inevitably brings addi- 
tional money into the community. 
Banks obtain the funds with which 
they operate from two sources— 
one being equity capital, and the 
other deposits. 








lending Creates New Funds 






can create new funds through the 
lending process, and while the in- 
creased deposit liability may not 
stay in the bank that made the loan, 
it will, for the most part, remain in 









lished, and assuming sufficient 






more businesses the banks are able 
to finance, the greater will become 






industrial or agricultural develop- 
ment. 






“Since the banking system does 
have this inherent power to create 






must also accept the responsibility 
of safeguarding this credit money 
through the extension of credit 
only when all of the factors of suc- 
cess are in evidence. This imposes 
a heavy responsibility on the indi- 
vidual bank and on the banking sys- 
tem, for in addition to the proper 
extension of credit, one eye must 
constantly be cocked on the effect 
of an over-extension of credit on 
the economy of the country.” 


















In all cases, statements made 
concerning the importance and re- 
sponsibility of the banking system | 
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additional credit, it follows that it | 


As you already know, the principal | 
function of a bank, individually or | 
as a part of the system, is the ac- | 
cumulation and lending of money. | 


“You know by now that banking | 


the system. With this fact estab- | 


fluidity, it is axiomatic that the | 


their capacity to finance additional | 


extent than it can ever damage the | 


credit cannot only damage specific | 
individuals, but may contribute to | 
the destruction of the bank, and | 





| 


creased amount of goods and serv- | 


Now... 


a postage meter for 
the smallest banks! 


The new desk model meter gives even 
the smallest bank or branch the 
convenience, economy and prestige 
of metered mail! 

No larger than a dial phone... PB’s 
new DM prints any value of postage— 
for any kind or class of mail—including 
registered mail and bulky statements 
... also prints a dated postmark, and 
optional postmark ad. 





All you do is dial your postage and 
press the lever. To seal envelope, 
slide flap through built-in moistener. 

And your postage is completely 
protected from theft, loss, damage... 
is accounted for automatically! 

The low-cost DM brings any 
business the postage meter’s speed and 
convenience— plus the prestige of 
the modern meter stamp... Is ideal 
for use in branch banks...can handle 
mail in some head office departments 
that find it impractical to usethe bank’s 
centralized mailroom...is useful in 
executive offices for confidential mail, 
or getting out letters long after the 
mailroom may be closed! Phone or 
write for free illustrated booklet! 





\ wee 
L 


PITNEY-BOWES 
Postage Meter 


3819 Pacific St., Stamford, Conn. 
World’s largest makers of mailing machines 
... Offices in 93 cities in the U. S. and Canada. 


were emphasized through the use 
of very simple illustrations, all de- 
signed to leave no doubt as to the 
exact point being established. 


Public Understanding of Banks 


Creates Confidence 
In conclusion, it always 


pointed out that: 


was 


“Every man in every community 
should become thoroughly convers- 
ant with the problems of banking, 
and should then personally guard 
the banks of the community against 
attack by anyone,” and that banks, 
for the most part, are in a position 
to banish unnecessary fear by help- 
ing to provide a better understand- 
ing of current economic factors, the 
consideration of which would be apt 
to lead to a reasonably safe conclu- 
sion as to the economic pitfalls im- 
mediately ahead. 

Mr. Curry availed himself of the 
many opportunities which these en- 
gagements presented to share with 
his listeners the concern which is 
felt by bankers the country over 
regarding present economic, social 
and political trends. ‘We cannot 
continue a deficit-financing program 
in this country and be secure,” he 
said. “We have allowed socialism 
to creep slowly upon us, and we 
must head it off before it gets too 
far. We must put on the brakes 
slowly and get back to a balanced 
budget.” 


The Budget Compared 

“Seventeen years ago, Franklin D. 
Roosevelt said: ‘Any government, 
like any family, can for a year spend 
a little more than it earns. But you 
and I know that a continuance of 
that habit means the poorhouse.’ 
He was right, and the truth that he 
expressed is just as true today as 
it was then. Notwithstanding that 
fact, our Federal budget has in- 
creased from 4% billion dollars in 
1932 to almost 45 billion dollars. 
-Perhaps you did not know that if 
everyone in the United States 
cashed in all his life insurance poli- 
cies, the total would not quite be 
sufficient to run the government for 
one year. Or if every urban home 
owner sold his home, the total would 
amount to approximately 30 billion 
dollars, or only enough to operate 
the government for eight months. 

“More startling, perhaps, is the 
fact that if every farmer sold his 
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farm, farm equipment, and live 
stock, the total would be somewhere 
in the vicinity of 25 billion dollars. 
We cannot long continue to preserve 
anything that approaches a free 
economy unless we are willing to 
lay aside our selfish attitudes and 
slowly but certainly move away 
from governmental subsidies and 
waste.” 


He went on to say that there is 
more inefficiency in government to- 
day than ever before in the history 
of the nation, and for this, he said 
the individual citizen must assume 
full responsibility. “All of us,” he 
continued, “must exert as fully as 
possible every talent and influence 
at our command, in our endeavor 
to reverse the dangerous trends that 
are becoming more and more firmly 
established. The sum total of our 
individual efforts can get the job 
done.” He was heard to say, follow- 
ing one of the meetings at which 
he spoke, “What I’m doing is only 
a drop in the bucket, but it’s my 
drop.” 


Nick Negative vs. Pete Positive 


The Public Relations Committee 
of the Bergen County Bankers 
Association, headed by Peter De 
Leeuw, Jr., President of the First 
National Bank in Garfield, N. J., 
will present on March 15 and 16 a 
skit based on the criticisms leveled 
by a panel of eight businessmen, 
educators and professional men at 
175 bank officers and directors at 
a meeting of the association heid 
last fall. 

The skit, “Nick Negative vs. Pete 
Positive” will show in a humorous 
dramatic fashion the influences of 
Nick Negative and the poor public 
relations that he encourages, as 
against the good that is brought 
to the bank by Pete Positive when 
he takes control. 

The 30 characters in the cast will 
be chosen from banks throughout 
the county. An audience of about 
400 people is expected for the two 
evenings. 


Freedom 


“Our political life, as well as our 
scientific life, is predicated on open- 
ness. We know that the only way 
to avoid error is to detect it and 
that the only way to detect it is to 
be free to inquire. And we know 
that as long as men are free to ask 


what they must, free to say what 
they think, free to think what they 
will, freedom can never be lost. ... 

“If we are to have a future in 
which all people are to live together 
and to work together in the same 
world, at peace, men must be able 
to understand one another. They 
must be able to communicate with 
each other without barriers, with- 
out coercion and without fear.”— 
Robert Oppenheimer, Atomic Sci- 
entist. 


On Government Spending 


It is only with a feeling of deep 
concern that one can view the fact 
that in the past few months, when 
business volume, consumer incomes 
and employment have been higher 
than ever before, except for the 
period of the war and an interval of 
boom thereafter, the Federal Gov- 
ernment has been running a sub- 
stantial deficit. This deficit is sig- 
nificant not so much because of its 
size but because it provides un- 
mistakable evidence that were the 
nation to experience a serious busi- 
ness setback our deficit would in the 
absence of ruinous taxation assume 
gigantic proportions. This prospect 
is alarming enough but there are 
other serious dangers in our fiscal 
position. During the period of high- 
level incomes, employment and bus- 
iness volume, our government has 
taken no steps to reduce its floating 
and redeemable debt or to restrict 
the volume of its contingent liabili- 
ties in the form of guarantees, sup- 
ports, pegs, subsidies, etc. Moreover, 
there has developed a’ determina- 
tion shared by a large segment of 
the people that the government’s 
financial resources shall be used 
without limit to perpetuate the 
present level of wages, employment 
and national income. In this en- 
vironment, there can be little doubt 
that in the event of a depression 
vast raids on our treasury would be 
made by many groups, which be- 
lieve that their claims for bonuses, 
relief, price supports and bounty, 
running into billions of dollars, 
could not and should not be denied. 
It is indeed remarkable how little 
attention has been given to the 
question, “Where is the money 
coming from?”—Annual Report of 
J. Stewart Baker, Chairman of the 
Board, Bank of Manhattan Com- 
pany. 
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Commercial Bookkeeping . . . 

(Continued from Page 18) 

requests the customer to reconcile 
it immediately, and any discrepancy 
is to be reported within ten days, 
or the account will be considered 
correct. 

This does not seem to be in ac- 
cordance with good accounting prin- 
ciples. The bank sees fit to retain 
the record for six months or even 
longer, and yet, when the customer 
receives a statement, he must re- 
concile it immediately and report 
any errors within ten days. One 
wonders what the bank’s position 
would be if, after three months and 
ten days, a customer reported a 
forgery, or a deposit that had been 
credited to the wrong account, 
which had since closed. What pos- 
sible liabilities lie hidden in the 
check and credit files, unknown to 
the bank which retains such records 
three months or longer? 

It would be reasonable to assume 
that if any court action were taken, 
the judge or jury would certainly 
question the bank as to its reason 
for submitting statements and can- 


Panel Heated Homes Show 
Increase In Recent Survey 


Public acceptance of panel heat- 
ing in homes has become so wide- 
spread within recent years that it 
seems safe to predict it will play 
an important role in the home heat- 
ing scene in the future, states a re- 
port based on a survey of 27,000 
installations presented in a recent 
issue of The Review, the monthly 
Magazine published by the Society 
of Residential Appraisers. 

From the total number of archi- 
tects, large builders, and persons 
owning panel heated homes ques- 
tioned by Architectural Forum in 
the survey, it was learned that 79% 
of the installations are in houses, 
64% of them basementless. 

Ceiling installations are favored 
for all except slab-on-ground con- 
struction as compared with the floor 
installations of 10 years past, pri- 
marily because new, light materials 
have appeared on the market, mak- 
ing ceiling installations easier. Chief 
among these is copper tubing, with 
electric cable or prefabricated elec- 
trical panels running a close second. 
A surprise result of the survey in- 
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celled vouchers at such long inter- 
vals as three or six months. What 
would be the average bank’s answer 
to such a question? To save on 
forms? To eliminate extra work at 
the end of the month, such as cap- 
tioning new statements and carrying 
the balances forward? Such reasons 
would probably carry little weight. 


Photo Equipment Reduces 
Statement Work To Minimum 


With the use of photographic 
equipment and a small, inexpensive 
addressing machine, the work in- 
volved in 100% rendition of state- 
ments monthly is reduced to a min- 
imum. 

Most business and professional 
men operate their books on a cal- 
endar month basis. The Govern- 
ment is continually advocating 
(even to the point of supplying 
pamphlets and forms for the pur- 
pose) that small businesses, farm- 
ers and others keep monthly records. 
The monthly receipt of his commer- 
cial statement and vouchers is a 
great help to a customer in keep- 
ing such records. 


dicated that electricity rated second 
only to hot water as the most pop- 
ular heating medium. 

Heat lag was registered as one 
drawback to panel heating by the 
architects, who stated that the prob- 
lem is negligible when temperature 
changes are relatively small, but be- 
comes more acute when sudden. 


Many banks which operate on a 
dual posting system continue to 
carry their ledger card records on 
indefinitely, without closing off at 
the end of each year. The result is 
that, when destruction of old rec- 
ords becomes necessary to relieve 
storage space, a great deal of in- 
spection work must be done in or- 
der to determine which records may 
be destroyed in compliance with 
laws governing the preservation of 
old records. 

We realize that, for various rea- 
sons, not all the latest systems, pro- 
cedures and equipment are suited for 
use in smaller banks. Banks today 
are, in general, well managed and 
conducted. The purpose of discus- 
sions and articles sudh as this is to 
bring to the attention of the chief 
operating officer, tested and im- 
proved methods which might bring 
increased efficiency and economies 
to his bank. The progressive bank- 
er, whether his bank be small or 
large, is always vitally interested 
in keeping informed of the latest 
developments in bank operations. 


Because the initial costs of panel 
heating have been approximately 
25% higher than conventional types, 
there has been some opposition to 
its installation, but the survey shows 
that the differential is narrowing 
and that, once installed, 40% of the 
owners mentioned economy of oper- 
ation as one of its important virtues. 




















on fe 
JUST 
PER MONTH 


Just $18 per month . . . that’s the sur- 
prisingly low rental cost of the Recordak 
Junior Microfilmer—a combination 
microfilmer-reader unit designed to 
handle community bank requirements 
... or to serve as an auxiliary machine 
in larger banks. There are no extra 
charges . . . except for the film you use 
—servicing, periodic inspections and 
parts replacement are all included in 

the rental cost. 
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Does ld of this 


The Recordak Junior Microfilmer gives you all the 
advantages of modern microfilming . . . savings propor- 
tionate to those enjoyed in larger banks where Recordak 
Microfilmers are installed departmentally. See what a 
difference it makes when you have this versatile machine 
to give you photographically accurate and complete 
records of all items handled by your bank. 


It cuts your transit costs . . . saving at least 60% of the time needed 
now to prepare descriptive transit letters. Any clerk can do the job 
. .. listing and totaling check amounts on an adding machine. The 
tape is your transit letter, 


It cuts your bookkeeping costs . . . allows clerks to handle many It gives you greater protection against loss, care- 
more accounts . . . using less equipment, less stationery. Following _lessness, mistakes, and fraud. You have a photo- 
the Recordak Single Posting System, they post only to a state- graphically accurate and complete history of your 
ment which serves as a ledger during the month. Then it is activity on compact rolls of microfilm which can’t 
microfilmed—for the bank’s record—and sent to the depositor be altered without detection . . . which can be 
with the cancelled checks which were photographed before. vault-stored, if you wish. 


In addition—the Recordak Junior Microfilmer speeds up service at your teller windows 
. .. eliminates description of incoming checks on deposit slips. Also, it increases 
depositor-good will . .. allows you to answer questions quickly .. . provide facsimiles 


of lost or misplaced cancelled checks. (And should your own transit letters go astray, 
Recordak will produce facsimiles promptly, without charge.) 


o economically 


How many checks does your bank process a day? A look at the 

' following table shows how economically you can record them 
with the Recordak Junior Microfilmer. (Cost includes machine 
rental, film, and film processing.) 


Number of checks 


microfilmed per day 500—1000—1500 


Approximate cost for 
microfilming fronts only. ......... $.85 — 1.10 — 1.40 


Approximate cost for 
microfilming fronts and backs....... 110 — 1.65 —2.15 


The microfilming job itself can be done by any clerk—as part 
of her daily routine. (The fronts and backs of 1500 checks can 
be recorded in an hour’s time.) 


Write today for complete details on the Recordak Junior 

Microfilmer—the versatile worker now cutting costs in thou- 

sands of banks. And remember you can have one installed in 

your own bank at a rental cost of just $18 per month. Recordak 

Corporation (Subsidiary of Eastman Kodak Company), 

350 Madison Avenue, New York 17, N. Y. **Recordak” is a trade-mark 














Monthly Accrual of Unearned Discount 





This method of accruing unearned discount on a monthly basis 


provides most of the benefits of daily accrual at nominal expense. 


By WILLIAM F. UNWIN, Auditor 
Southern Commercial and Savings Bank 
St. Louis, Mo. 


St. Louis Conference of the Na- 

tional Association of Bank Au- 
ditors and Comptrollers a descrip- 
tion of our method of accruing 
unearned discount on installment 
loans. This method is based on sug- 
gestions and variations of systems 
that we found in several other banks 
in our locality, and since it has filled 
a real need in our own case, we feel 
it may do as well for others and are 
glad to share it with them. 

In dealing with the problem of 
disposing of unearned discount on 
installment loans, banks generally 
have been in the habit of consider- 
ing only three alternatives: 1.) a 
lump sum credit of the entire 
amount to earnings when note is 
discounted; 2.) carrying entire 
amount as unearned discount until 
the final installment is paid, and 
3.) a daily transfer from the un- 
earned to the earned interest ac- 
count of each day’s accrual of 
discount on all such paper carried. 
The considerable amount of labor 
and expense involved in daily accru- 
ing the earned discount has, in the 
case of most of the smaller banks, 
compelled the adoption of one or the 
other of the first two alternatives. 


['s: October, I presented to the 


Employment of lump sum meth- 
ods of dealing with unearned dis- 
count and interest income in gen- 
eral, however, becomes increasingly 
unsatisfactory and inadequate to the 
needs of good accounting practice. 
In view of the uncertainty of the 
swing of the business cycle, many 
of these banks are becoming more 
conscious of the fluctuations in their 
net earnings. They are no longer 
satisfied to wait for an annual or 
semi-annual report on profit from 
operations, and realize fully the 
necessity for knowing each month 
just what the trend in earnings is. 
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Moreover, when a bank is on a 
cash basis, it requires exhaustive 
analysis to determine whether or 
not fluctuations are due to business 
conditions or to the system of ac- 
counting. The only way to determine 
the earnings more accurately is to 
set up an accrual system; at least 
on the major items of income and 
expense, and thereby prevent the 
premature or delayed accruals of 
large amounts of these items, re- 
sulting in major distortions of the 
bank’s earnings picture. Such dis- 
tortions, of course, lead to wrong 
conclusions, and the wrong conclu- 
sions could lead to mistaken pol- 
icies. 

Whenever discussing a choice of a 
system or operating procedure, con- 
sideration must be given to the size 
of the bank and the department 
involved. Our bank has a twelve 
million dollar total. We are using 
a semi-accrual system, accruing in- 
terest monthly. Our _ installment 
loan total is one-half million dol- 
lars. However, this system of ac- 
cruing interest on installment loans 
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is adaptable to much larger insti- 
tutions. 


Since our installment loans have 
a maximum maturity of 36 months, 
these loans, for the purpose of this 
article, fall into 36 different ma- 
turity categories, and we have a 
subsidiary ledger with 36 sheets on 
which the respective transactions 
affecting each of these categories 
are recorded. With the passing of 
each month, the final transfer of 
discount accrued on notes maturing 
within that month is made to our 
interest earned account, closing out 
that particular sheet, and a new 
sheet is added showing the discount 
on all 36-month loans made within 
the month. Discount on loans with 
intervening maturities is credited to 
the appropriate sheet. 

The name of the borrower, matur- 
ity and amount of discount on each 
new loan is entered on a General 
Ledger Credit Ticket by the Note 
Teller. The general bookkeeper 
posts the total of all unearned dis- 
count to the control account, and 
then picks up the separate amounts 
of discount on the proper subsidiary 
sheet, as determined by the maturity 
of the individual loans involved. 

For the purpose of determining 
the earnings accrual, the sub-ledger 
sheets are headed with a 36-months 
schedule showing: 1.) -Months re- 
maining of the life of the loans 
represented; 2.) Percentage of bal- 
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Subsidiary ledger sheet headed with a 36-months schedule 
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Better Banking 


... with the New Remington Typewriter 


The quiet dignity of your banking operations will be enhanced immeasurably 
by the use of this distinctively efficient, quéet typewriter. 
Bank personnel and customers alike will welcome the freedom from clatter 
the NEW Remington Noiseless DeLuxe brings to every department 
of your bank. 
Cameo-clear printwork . . . new non-glare DeLuxe Gray finish . . . 
Finger-Fit keys plus at least 5% increase in efficiency 
—you get these and other extra benefits along with exclusive Remington 
New Finger-Fit keyboard assures Noiseless performance. 
easier, faster, more accurate typ- Send the coupon today for details on how you can achieve typing 
ing. Fingernails and manicures perfection with nerve-soothing quiet. 
are safe with these streamlined, re 
molded plastic keys. 
Remington Rand Inc., Dept. NT-52, 315 Fourth Avenue, New York 10 
Please send me additional information about the NEW Remington Noise- 
less DeLuxe Typewriter. 
NAM 
COMPANY 
ADDRESS_ 
city 
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ance to be accrued for the current 
month; 3.) Amount of accrual. 

The first ledger sheet will show 
one month remaining on the life of 
the loans discounted, and indicates 
that the entire balance is to be ac- 
crued. The next sheet shows two 
months and 66.67% to be accrued. If 
there are 27 months remaining, the 
accrual would be 7.14% of the bal- 
ance. Such a computation is made 
for each of the 36 sheets and the 
amount entered in its proper space, 
so that the’next month’s percentage 
will be indicated by the hext blank 
space. Then, by running a total of 
the 36 computations, we arrive at 
the total accrual for the month. The 
accruals determined for each sheet 
are then charged to the balance 
shown and an equal amount is cred- 
ited to earnings. 

Refunds For Prepayment 

It will be noted that the amount 
of unearned interest grows relative- 
ly smaller as the loan approaches 
maturity, for the obvious reason 
that as the amount of unpaid prin- 
cipal is reduced, there is a smaller 
actual accrual of interest and a cor- 
respondingly larger allocation of 
each monthly payment to principal. 
It is this fact which has led to the 


Currency Received Should 
Be Kept Separate Until 
Transaction Is Verified 


A man known slightly to a teller, 
but of whose reputation he was 
rather dubious, handed in a wad of 
one-dollar bills and asked that the 
teller give him the equivalent in 
bills of larger denomination. The 
teller counted the dollar bills, then 
put them away in his cash drawer. 
He then paid out $96 (which is the 
amount he had counted) in larger 
denominations. 


At this point, the man requesting 
the exchange of currency objected 
strenuously, claiming that he had 
given the teller $100 in small bills 
instead of the $96 the teller had 
counted. Once the currency had 
been deposited in the cash drawer, 
of course, there was no way of iden- 
tifying the bills that had beén re- 
ceived. The bank, therefore, had 
been put in a very embarrassing po- 
sition. 

This shows the necessity for a 
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“Be not merely good; be good 
for something.”’ 


—Thoreau 


extensive adoption of the “78ths” 


Method on which this schedule is 
based. Under this method the first 


month of a 12-month period ac- — 


counts for 12/78 of the discount 
charged, the second for 11/78, and 
so on to the final payment to which 
the remaining 1/78 is allocated. The 
same principle is applied to loans of 
other maturities. 

It is necessary, when making re- 
funds for prepayment of the loan, 
to charge the account for the exact 
amount of discount not earned. If, 
for some reason, a lesser amount is 
refunded, the difference is credited 
to Service Charges. ; 

To determine the exact amount 
of the unearned portion of the orig- 
inal charge, we use the customary 
schedule of intersecting lines and 
columns, headed respectively, 
“Number of Periods for which Loan 
was Drawn” and “Number of Pe- 
riods Loan has been in Effect,” with 
the percentage of original charge 
to be refunded shown at the point 
of intersection. 


teller, when exchanging currency, 
to keep the money received on the 
counter before him until the trans- 
action has been completed. 


Wage-Hour Administrator 
Names Minimum Wage 


Banks need not change from a 
semi-monthly or monthly payroll 
if they meet the minimum amount 
of the new wage-hour requirements. 
This information was supplied to all 
state assoeiations recently by the 
Customer and Personnel Relations 
department of the American Bank- 
ers Association. 

The administrator of the Wage- 
Hour Division, according to the 
ABA, has ruled that the minimum 
requirements of 75 cents an hour 
can be met with a semi-monthly 
salary of $65 and a monthly salary 
of $130. 


This is consistent with a previous 
ruling that employees receiving a 
semi-monthly salary of $119.17 or 





a monthly salary of $238.33 meet the 
$55 weekly requirement for an ex- 
ecutive. Employees receiving a 
semi-monthly salary of $162.50 or 
a monthly salary of $325 meet the 
$75 weekly salary requirement for 
administrative employees. 


NICB Reports 2.3°% Drop 
In Consumers’ Prices For '48-'49 


Consumers’ Prices declined 
(0.6%) from November to Decem- 
ber, 1949, according to the National 
Industrial Conference Board. Over 
the past 12 months (December, 
1948—December, 1949), consumers’ 
prices dropped 2.3%. 

Decreases from November to De- 
cember were reported in all but two 
of the 61 cities included in the 
Board’s monthly survey of consum- 
er prices. The index registered gains 
only in Detroit, Michigan (up 0.3%) 
and in Indianapolis, Indiana (up 
0.1%). 

The sharpest decreases were re- 
corded in Denver, Colorado (down 
1.6%) and in San Francisco-Oak- 
land, California (down 1.2%). 

The purchasing value of the con- 
sumer dollar (January, 1939 as 100 
cents) was 62.8 cents in December, 
1949. This represents an increase of 
2.3% over its level of December, 
1948, when it stood at 61.4 cents. 

The Board’s index for December, 
1949 stood at 159.2. A year ago, 
(December, 1948) the index was 
162.9. Base date of the series is Jan- 
uary 1939 as 100. 
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Me lellertead paper created to convey messages of importance 


The letters you write on your bank’s letterhead are often your chief contact with your 


important customers. It is good practice, therefore, to choose a letterhead paper that will 
reflect properly the prestige and character of your bank. That is good “public relations.” 
Cockletone Bond, as more and more business leaders find, has the heavy quality feel, 
lively crackle, clear, beautiful shade of white to lend dignity and impressiveness to business 
messages. Why not examine this finer letterhead paper for yourself? The moderate cost of 


Cockletone Bond will surprise you. 


THE FINEST LETTERHEAD PAPER EVER PRODUCED BY HAMMERMILL CRAFTSMEN 


If you need a printer who is ready and willing to supply your printing needs on Hammermill papers, call Western Union by 
number and ask ‘Operator 25’ for the name of a member of the Hammermill Guild of Printers. 


SEND THIS COUPON NOW... for Cockletone 

Bond portfolio containing specimens of Hammermill Paper Company 

aed asinelninsdénten diidboodlll 1505 East Lake Road, Erie, Pennsylvania 

find useful in appraising, improving or re- Please send me —F REE—the Cockletone Bond 
portfolio and sample book. 


designing your present business letterhead. 


We will also include a , 
Name ____ 





sample book of Cockle- 


tone Bond. Position ; — —_——~ 
(Please attach to, or write on, your business letterhead) 


March, 1950 





Saves Timo | 


REDUCES WORK OF POSTING! 


A simple shift of a lever switches the machine 
from ledger to statement or balance transfer. 
And here’s another feature! Burroughs’ dual 
platen construction allows check lists to be made 
during the posting run! List totals can be posted 
without rehandling any figure. 


Simplicity and ease of operation reduce time spent 


How much time will it save in your bank? 


We can’t tell you exactly, but we do know 
this—bankers who have seen the new 
Burroughs . . . bankers who have already 
put it to work will tell you that it is the 
fastest, simplest, most efficient bank posting 
machine ever developed! 


And the girls who operate it are equally 


enthusiastic! New feather-touch motor bars 
and easier key depression, new speed in 
form handling, new simplified single- 
function motor bars, full visibility of all 
previous postings, elimination of spacing 
strokes and a dozen other new improve 
ments make their work easier . . . more 
accurate ... save posting time. 
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0 
Saves Tome! 
SIMPLIFIES FORM HANDLING! 


Swift, one-hand form insertion, positive visual 
alignment increase the operators’ speed . . . cut 
down on the time necessary for each posting job. 
Every figure is visible at all times during the 
aligning operation. “High posting” is virtually 
eliminated. 


on Bank Posting ! 


Let your Burroughs representative show 
you all the advantages this great, new 
Burroughs has to offer! When you have 
examined it feature by feature, you'll agree 
that here is a machine that sets new stand- 


ards for speed and simplicity . . . a machine 
whose every feature meets today’s banking 
needs. Call Burroughs today! 
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c+) 
Saves Time! 
SPEEDS ENTIRE POSTING OPERATION! 


Burroughs’ 33% easier key depression, 75% 
lighter-touch motor bars add up to less operator 
fatigue and fewer fatigue-caused errors. This ease 
of operation allows the operator to work faster, 
with less effort, with fewer time-consuming errors. 





(Answers on page 35) 


This month’s quiz questions are based on information contained in articles in February, Bankers 
Monthly. Future quiz questions will be based very largely, if not entirely, on Bankers Monthly articles. 
The response to the questionnaire which appeared in our February issue will determine the nature of the 


articles used for this purpose. 


The larger study groups using Bankers Monthly Quizzes who find that they are inadequately supplied 
with copies of Bankers Monthly, are asked to write the Editor, stating the number of additional copies 


required. 


Circle the letter T if you believe the question is true, the F if false. 


Competent management is a larger factor in the 
soundness of any given banking institution than 
adequate capital. T. F. 


A Municipal bonds, as a class, have a good history 
and are suitable for bank investment. T. F. 


The executive officers of the bank should estab- 
lish its policies. T. F. 


The teller should carefully sort the cash received 
in a deposit just made into his cash drawer before 
turning to the next customer. T. F. 


B In the case of errors in deposit tickets, one should 
make the correction on the ticket and have the 
depositor initial the change, or advise him of it. T. F. 


a The 100 largest banks in the United States hold 
most of the six billions of bank-owned municipal] 
bonds. T: F. 


Bank purchases of Municipal bonds should be 
confined to those of one’s own city and state. T. F. 


8 | According to an agreement entered into between 

the American Hotel Association and the Ameri- 
can Bankers Association in 1928, banks are asked to 
wire nonpayment of checks of $1,000.00 or over, col- 
lect. T. F. 


E) The American Bankers Association was organ- 

ized at Saratoga Springs in 1875 when a group 
of 350 bankers from 32 states met in convention to 
discuss the formation of a national association of 
bankers. T. F. 


The area occupied by the Cotton Belt shown on 

map on page 11 of the February issue of Bankers 
Monthly covers approximately 10% of the United 
States. T. F. 
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The Great Plains area includes parts of Kansas, 
Oklahoma, Nebraska and the Dakotas. T. F. 


The Washington Monument was started in 1848 
and completed 10 years later at a cost of $1,000,- 
Cao; «rae: 


Purchases of municipal bonds should be confined 
to odd lots because of the higher yields obtainable 
on lots of four bonds or less. T. F. 


In considering an application for a bank loan the 
net worth of the applicant, as shown on his state- 
ment, is a principal determining factor. T. F. 


15] A certain number of foreclosures are an essential 
part of the collection procedure of any well- 
managed bank. T. F. 


A bank holds an installment note, containing the 

customary clause providing for acceleration of 
maturity in the event of default. The first installment 
of the note is in default. The borrower’s account at 
the lending bank is garnisheed. The bank can appro- 
priate the entire balance to borrower’s credit for ap- 
plication toward payment of the note. T. F. 


Increased human consumption of food or re- 

duced agricultural production and income are the 
only ultimate alternatives to burdensome surpluses 
of agricultural products. T. F. 


All of the municipalities of the country have out- 
standing obligations totalling approximately $30 
billions. / ee 


A bank should simply pay its dues to the Cham- 
ber of Commerce and turn over to it all problems 
related to community advancement. T. F. 


A central proof operation is impractical in banks 
of less than 10 employees. T. F. 
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The Man Who Sold Hot Dogs 


There was a man who lived by 
the side of the road and he sold hot 
dogs. 

He was hard of hearing so he had 
no radio. 

He had trouble with his eyes so 
he read no newspapers. 

But he sold hot dogs. He put signs 
up on the highway telling how good 
they were. 

He stood on the side of the road 
and cried, “Buy a hot dog, Mister?” 
And the people bought. 

He increased his meat and bun 
orders. 

He bought a bigger stove, to take 
care of his trade. He finally got his 
son from college to help him. 

But then something happened. 
His son said, “Father, haven’t you 
been listening to the radio? Haven’t 
you been reading the newspapers? 
There’s a big depression on. The 
European situation is terrible. The 
domestic situation is worse. Every- 
thing is going to pot.” 

Whereupon his father thought, 
“Well, my son’s been to college, he 
reads the newspapers and listens to 
the radio and he ought to know.” So 
the father cut down his advertising 
signs, and no longer bothered to 
stand out on the highway to sell his 
hot dogs. And his hot dog sales fell 
almost overnight. 

“You’re right, son,” the father 
said to the boy, “we certainly are in 
the middle of a great depression.” — 
George T. Trundle, Jr., President 
Trundle Engineering Co., Cleveland, 
Ohio. 


Progress Of America Furthered 
By Installment Credit 


Installment credit probably has 
done more than any other factor to 
increase the American family’s en- 
joyment of life. The automobile, 
the refrigerator, the electric wash- 
ing machine, the vacuum cleaner, 
radio, television—these are only a 
few of the modern necessities that 
would be high priced luxuries far 
beyond the reach of the average 
consumer if installment credit was 
not available. 

Without installment credit as a 
means of moving mass production 
to mass markets, there would never 
have been the progress we have 
seen in this country.—E. A. Matti- 
son, Exec. V. P., Bank of America, 
San Francisco, Calif. 
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ake this opportunity 


to increase ‘your Blanket Bond 


at reduced cost! 


Rates are now lower because — 


— specific charge for misplacement protection 
is now eliminated 

— premium for Securities Insuring Clause E 
is now based on amount of loans and 
discounts (instead of number of employees 


and locations). 


But, today’s embezzler is not reducing 
his take——often more than the bond! 

No bank can afford to be without blanket bond 
protection in amounts proportionate 
to its operations. 

You can apply your premium savings 
toward increasing your present bond and adding 
Clause E. Call our nearest agent or your 
own broker today—he’ll have one of 
our Bank Protection Specialists re-survey 
your bonding needs. 


LO GREE Le TTL A OS OO, — 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 
“Dependable as America’ 


SR i ih PEO EE ORES Se ing) 
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In the November, 1949, issue of 
Bankers Monthly (Page 41) Finan- 
cial Group members of Special Li- 
braries Association listed the names 
of some leading periodicals, impor- 
tant to the banking field. The fol- 
lowing article, the second of a series 
by the group, presents books, for 
the most part published annually, 
that deal with statistical informa- 
tion in the economic, business, finan- 
cial and agricultural fields. Such 
inquiries as “How many operating 
banks are there in Missouri”; ““What 
has the wheat production been for 
the past ten years’; ““May I have the 
latest employment figures available 
for the mining industry”; all will 
find ready answers in the following 
publications. 


The Economic Almanac, issued 
annually by the National Industrial 
Conference Board, has become a 
standard reference book in economic 
statistics. It contains useful facts 
about business, labor and govern- 
ment in the United States and other 
areas. Priced at $4.00 for the paper 
bound edition, $5.00 cloth edition, 
it may be obtained at the Board, 247 
Park Avenue, New York 17, New 
York. 

The Handbook of Basic Economic 
Statistics is a compact, easy-to-use 
publication that contains statistical 
series covering most aspects of the 
national economy, including trends 
of production, prices, national in- 
come and national spending, and 
many other major economic factors. 
It is published by the Economic Sta- 
tistics Bureau of Washington, D.C. 
(Not a government agency.) Issued 
on a service basis, those interested 
can choose what is best suited to the 
individual need. Monthly, up-to- 
date cumulative issues of the Hand- 
book are priced at $48.00 per year. 
Annual Handbook and Monthly 
Supplements for the year are avail- 
able at $12.00. Write the Economic 
Statistics Bureau, 631 Pennsylvania 
Avenue, N.W., Washington 4, D.C. 
for information concerning the serv- 
ices offered. 

The Statistical Abstract of the 
United States, published annually 
and available from the Superin- 
tendent of Documents, U. S. Gov- 
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S.L.A. Group Lists Eleven Sources 
Of Statistical Information 


ernment Printing Office, Washing- 
ton 25, D.C., is priced at $3.00 
(buckram bound). The Abstract 
contains important statistics on the 
industrial, social, political and eco- 
nomic organization of the United 
States. Three supplements have 
been issued to the Statistical Ab- 
stract series. These supplements give 
more detailed breakdowns than is 
possible in the annual edition. 


Statistical Abstract Supplements 


The first of the Supplement Se- 
ries, Cities Supplement—Statistical 
Abstract of the United States, may 
be obtained from: Director, Bureau 
of the Census, Washington 25, D.C. 

The County Data Book, the sec- 
ond of the series, is out-of-print. 
Copies may be consulted at most 
large public and university libraries. 

The Historical Statistics of the 
United States, the third supplement, 
is now available at $2.50 per copy. 

Agricultural Statistics, an annual, 
brings together the more important 
series of statistics compiled in the 
Department of Agriculture or in 
other departments whose work con- 
cerns agriculture. Tables giving pro- 


duction, acreage yields and related 


data. for grains, livestock, and 
fruits as well as farm financial in- 
formation are included in this pub- 
lication. The book is on sale at the 
Superintendent of Documents, U. §. 
Government Printing Office, Wash- 
ington 25, D.C., for $1.75 (paper 
edition). 

The Federal Deposit Insurance 
Corporation Annual Report is an- 
other statistical reference book of 
interest to bankers as it contains in- 
formation on the corporation itself, 
and data on banking developments. 
The price of the report is not listed. 
Copies are available to all banks, 
however. If your bank has not re- 
ceived the latest edition, write the 
Federal Deposit Insurance Corpora- 
tion, National Press Building, Wash- 
ington 25, D.C., for a copy. 


U. S. Secretary of the Treasury 
issues an “Annual Report on the 
State of the Finances.” Information 
on such subjects as the budget, pub- 
lic debt, and Government securities 
is contained in this publication. 
Also, the administrative reports of 
the various bureaus and offices un- 
der Treasury supervision are pub- 
lished in this annual. Purchase price 
is $1.50 (paper edition) available at 
the Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D.C. 


Help For Starting A Bank Library 





Three of the many valuable publications issued by the Association which also 
offers an advisory and consultant service. Headquarters of the S. L. A. are at 
31 East 10th Street, New York 3, N. Y. 
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Answers to Bankers Monthly 
Quiz No. 80 


(All page references are to 
the February 1950 issue.) 


1, T. There is a very strong im- 
plication in the article of V. W. 
Johnson at page 36 of our February 
issue that good management, not 
capital, is the indispensable factor, 
and while the point can be argued at 
great length, the editor favors that 
position. 
T. Mr. Johnson, at page 43, 
favors, as a Minimum program, 
the purchase of the bonds of local 
taxing bodies in reasonable quanti- 
ties and reasonable maturities. 


F. Mr. Johnson, at page 43, 

states as the ideal situation one 
in which the Board of Directors es- 
tablishes the policy and the execu- 
tive administers it. 


F. Mr. Wellings states, at page 

16, that no customer should be 
kept waiting while the teller is 
doing work which can be deferred 
or done by another. 


F. Mr. Wellings states, at page 
18, that the correction should be 
made by debit or credit to the ac- 
count, to avoid possible later dis- 
pute. 
fa F. Mr. Davis states, at page 9, 
that upwards of $4 billions of 
bonds are owned by banks other 
than the 100 largest. 


F. The gist of the Davis article 

at page 9, is that the various 
areas of our country have varying 
economies which will be variously 
affected by local and overall condi- 
tions, and that diversity of risk may 
be obtained by purchasing securi- 
ties of municipalities in the differ- 
ent areas. 


F. The request extends to all 
checks, regardless of amount. 
Page 34, 


G) T. Page 63. 


F. The fraction is one-sixth. 
Page 10. 


F. The area described com- 

prises the Interior Grain Belts, 
and the Great Plains lie between 
the Rocky Mountains and the more 
highly developed agricultural re- 
gions to the east. Page 12. 


F. It was completed 40 years 
later at a cost of $1,500,000. 
Page 14. 
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F. If bonds are purchased in 
any considerable quantity, larg- 
er blocks will yield a larger net 
return because of the time-cost fac- 
tor involving accounting, maintain- 
ing information files, etc. Page 14. 


F. Mr. Keirnes points out on 


page 24, that there are many | 


others. 





F. It is pointed out in the arti- | 


cle, 
page 46, that full recognition and 
use of the moral and psychological 
factors involved in the making and 
collection of loans, made it possible 
for Mr. Blewster to make 20,000 


“Live and Let Live,” at | 


loans without foreclosure on one | 


person or taking an acre of land 
in default of a debt. 


F. According to a New York 

decision, cited by the National 
City Bank of Cleveland in its em- 
ployees’ magazine, as related at page 
20, the bank could appropriate only 
the amount of the payment in de- 
fault, since it had taken no previous 
affirmative action to accelerate ma- 
turity of the note, and indicated no 
intention of doing so. 


F. Mr. Keirnes suggests at page | 
26 another alternative which is | 


making steady progress—the in- 
creased use of agricultural produc- 
tion for industrial use. 


F. Mr. Davis states at page 10 | 


that there are some $20 billions 
of municipals outstanding. 


F. It is the gist of the article 
“Let’s Take the Bank to the 


Customer” by W. R. Keirnes that | 


the bank has a very direct stake 
in the prosperity and well-being of 
the people of the community it 
serves, and that the bank is only 
serving its own best interests when 
it actively participates in all pro- 





grams of community betterment. | 


Specific instances of such participa- 
tion are mentioned at page 28. 


F. Mr. Wellings states in his 

article at page 16 that, as a gen- 
eral proposition, it will be advan- 
tageous to change from a tellers’ 
proof to a central proof operation 
if there are as many as four or five 
employees. 


Life will be less sordid and more 


interesting when people begin to re- | 
alize that the only person who-| 


makes a success of running other 
people down is the elevator boy. 





Strengthen Your 
Doubtful Risks 
With Lawrence 


Receipts 





| by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 


New“Small Business” Depart- 
ment now extends Lawrence 
service to inventories valued as 
low as $5,000. 


Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 


Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 





Booklet Gives Field Warehouse Facts 


Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
“Borrowing on 
Inventory.” 


AWRENCE WAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF. NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 
los Angeles * Boston * Philadelphia © Pittsburgh 
Buffalo « Cleveland © Cincinnati * Kansas City 
St.Louis « Atlanta * Des Moines © Charlotte 
New Orleans ¢ Houston « Dallas * Denver * Phoenix 
Portland « Seattle « Spokane * Stockton * Fresno 
Washington, D.C. © Manila, P. I. 






Manual Accounting Device 
Speeds Customer Service 


A new manual posting device de- 
signed to cut clerical costs and speed 
customer service in layaway, time 
payment and loan accounting has 
just been introduced by Remington 
Rand, Inc. 

Trade-named “Multi-Poster,” the 
new unit is a device which enables 
an operator to make a single hand- 
written entry onto a receipt form, 
ledger form and proof tape simul- 
taneously, eliminating the possibil- 
ity of transcription errors. 

A roll of three-ply carbon paper 
carries the original writing from the 
ledger form to the receipt form, 
which is held securely in alignment, 
as well as to the proof tape which 
serves as a recap of all postings and 
balances recorded during a working 
day. Spools of tape and carbon pa- 
per are loaded into the device like 
rolls of film in a camera, and turn 


Check What You Need And Mail This Form 


. Addressing Machines 

. Air separ | 

Architects and Builders 
Bandit Resisting Enclosures 
and Alarm Systems 

Bank Building Fixtures 

. Banking by ail Envelopes 

“ Ledger eck, Bookkeeping, 


ee 

. Bronze and Brass Signs 

. Bulletin Boards 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 
Checks 


. Check Book Covers 
. Check Cancelling Perforators 
. Check Desks 
. Check Endorsers 
. Check Files 
. Check Protectors 
. Check Signers 
Check Sorters 
23. Check Sorting Trays 
24. Checking Account Plans 
. Christmas Savings Clubs 
. Clocks—Outdoor 
. Coin Bags 
. Coin Boxes 
. Coin Changers 
. Coin Counting Machines 


tt et et at me ae 
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31. 


32. 
33. 
34. 
35. 


Coin Counting 
Machines 


Coin Envelopes 


and Packaging oo. Ne Night ref meer 
ht Deposi ags 
Poe Books . 


60. 
Coin and Currency Trays 61. Past Due 


Coin Wrappers 


Counter 


. Coupon a 


37. 


4l. 


44, 
45. 
46. 
47. 


49. 


Curr 
Gung haces — Stamps 


. Desk oy hey acest 
Desk Pen Sets 69. Ri 
42. Doors, Bronze, Aluminum, 
Stainless Steel 
43. Duplicators 
Expanding Filing Envelopes 
Filing Cabinets 
Forms, Machine Bookkeeping 
Forms, One-Time Carbon 
Forms, Continuous 77. 
Grilles and Gates 
— Communicating 


Sys 
. Tables 
. Ladde 


rs 


Lighting Systems, Fiuorescent 
, — Envelopes 


; Maps 
. Metered Mail Systems 
. Name Plates and Desk Signs 


62. Pay Roll Envelopes 
y 
63. Personalized Checks 
64. Personal Loan Advertising 
s Fearn at 
ink Systems 
67. Prot omnes 4 
68. Raili 
ers, Voice 
70. Rubber St Stamps 
Ly . Fire oa alae 


7 Safe Deposit Record: Record 
4. Savings Banks, jm, Pocket 
Ms sgh ony Parcel Post 


76. Seals, Coii 
Seals, , Notary, etc. 
78. Storage 
79. Time and /- Time Locks 
80. Time Stam 

. Travelers ks 
82. ae, Tellers 


ypewriters 
84. ea Stands 
Vaults 
. Vault, Trucks 
. Vault, Ventilators 
. Visible Records 
89. Windows and Lobby Displays 


Rand McNally and Co., 536 So. Clark St. Chicago 5, Ih. 
Please have buying information sent us on the items circled above 


automatically to advance the tape 
after each posting. 

In addition to its applications in 
credit accounting, the device can be 
of service in accounts receivable, 
payroll, cost and other accounting 
operations. 

The Multi-Poster is designed to 
accommodate 6”x8144” ledger sheets, 
the most common size used in cash- 
ier cage and counter posting, and 
any weight of ledger paper or card 
stock may be used. Several standard 
sets of forms are available with 
some ledgers designed to work in 
bookkeeping machines in the event 
of a change-over to mechanical 
posting methods. 

Additional information on the 
Multi-Poster may be obtained from 
any Remington Rand branch office, 
or by writing a request for folder 
LL-181 to the company’s home of- 
fice at 315 Fourth Avenue, New 
York City. 


Steel Transfer Case Has 
Ball Bearing Action Drawers 


A welded all-steel-reinforced 
transfer case has been announced by 
The National Box and Can Com- 
pany. 

Constructed of sturdy 24-gauge 
steel with heavy band iron welded 
around the open end for reinforce- 
ment, the cases may be stacked 
twelve high, carrying 60 pounds per 
drawer without binding or sticking, 
the manufacturer states. Positive 
stops prevent the drawers from acci- 
dentally pulling out. Three-fourths- 
inch ball bearing rollers are welded 
in the front of the case to support 
the drawer. Similar rollers are spot 





Send for Samples of 


bank-by-mail 


FOLDERS-BLOTTERS 


BAUDER-BAKER, Inc. 


25 NO. MICHIGAN AVE CHICAGO 1 
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welded to the bottom rear of the 
drawer to provide smooth rolling 
action. Backs of the cases are fully 
enclosed for complete protection of 
valuable records against dust, fire, 
and rodents. 


The top rear edge of each cabinet 
is crimped to form a cleat. When 
two cases are stacked, the cleat 
locks securely over the bottom rear 




















This cabinet style all-steel transfer case car- 
ries as high as 60 pounds without binding 


edge of the upper case. The fronts 
are joined vertically and laterally 
by means of small bolts in the side 
and top. This is said to provide the 
strongest intermembering possible. 
Thus assembled, each installation 
becomes a rigid battery of dust and 
vermin-proofing drawers that re- 
spond to fingertip control. 

Provision for off-the-floor storage 
is made through the use of 3-inch- 
high welded bases made of 24 gauge 
steel. Spot welded angle-type fol- 
lower blocks for partially filled 
drawers may be simply installed 
and removed without disturbing 
drawer contents. 


The new cabinet style is available 
in 14 sizes to cover any filing and 
record storage requirement. The 
range of sizes includes cabinets for 
microfilm, tabulating cards, checks, 
documents, and for special cards. 
For further information or illustrat- 
ed literature describing the transfer 
case line, write to The National Box 
and Can Company, 4131 Broadway, 
Cleveland 27, Ohio. 





New Cummins Cub Offers 
Fixed Wording Perforations 


To answer a growing need for 
businesses requiring compact, light- 
Weight perforators, the Cummins 
Business Machines Corporation of 
4740 N. Ravenswood Avenue, Chi- 
cago, is now introducing its Cum- 
mins Cub with fixed wording. 
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Every once in a while we get thinking 
about check stubs and their importance 
as an integral part of bank checks. Each 
time we become pretty well convinced 
that some day they will be classed as old- 
fashioned and cumbersome. 





It seems a waste of time to strike a 
balance each time a check is written, 
and certainly it’s a nuisance to go thru 
a lot of stubs when reconciling the 
account each month. The simple, single- 
line register used on our Personalized 
Checks appears to be so much more 
practicable and compact. 


Of course many people feel that they 
can’t subtract sideways, but when a 
register is used it isn’t necessary to 
make a subtraction every time a check 
is drawn because a glance at the balance 





























Originally introduced to cancel 
government bearer securities, the 
new Cub model is now equipped to 
serve general business with any one 
of the following fixed words: 
“ENT DD”, “PROOF”, “PAID”, 
“VOID”, “CANCLD”, 
“SAMPLE”, “REC’D”, “VALID”. 
The new machine will perform 
many useful perforating tasks in 
individual situations requiring of- 
fice markings, invoice cancellations, 
proof on photos and related rou- 
tines. 













































STUBS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


“AUDITED”, 


SECUSITE CHECK CERTIFIER 


would show whether it was adequate 
or down to the danger point. Striking 
the balance after several checks had 
been issued would be a more difficult 
computation, but on the other hand, it 
would be more important and there- 
fore would be done with greater care. 


Our viewpoint may be wrong, or it 
may be merely a little previous, but we 
cannot help but believe that fewer com- 
putations would result in fewer errors 
and consequently we anticipate a grow- 
ing tendency to use registers and a 
lessening in the use of stubs. Our two 
new three-on-a-page personalized 
checkbooks, The Secretary and The 
Executive, carry registers and both are 
beginning to sell in volume. Incident- 
ally, they are illustrated on pages 31 
and 32 of our new catalog. 





One of the features of this new 
equipment is its unlimited throat 
depth. This unlimited depth is made 
possible by a device which permits 
the paper to roll around a metal 
coil. The Cub’s easy hand operation, 
sturdiness and light weight (less 
than 7 pounds), makes it adaptable 
for top office efficiency, state the 
manufacturers. The complete unit 
retails for $69.50 with any of the 
fixed words mentioned above. Spe- 
cial custom wordings are available 
for $10 extra. 


The entire certification is cut entirely through 
check and printed on both the front and back 
of check in one simple operation, printing 
one side in red and the other side in blue. 


Model “J” cuts Amount, Name, Date and 
Serial Number. 
Model “S” cuts Name, Date and Number. 


Keys, serrating roll and other parts are made 
of solid brass to prevent warping and to 
assure long service. in use by banks through- 
out this country and abroad. 


Agents Wanted 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York 7, N. Y. 





















. dling coins or currency. 





ABBOTT COIN 
HANDLING 


MACHINES 


Model No. 4ET Motor Driven counts 2000 coins 
@ minute or twice as fast as the manual ma- 
chine. Wear and function have been reduced 
to minimum. Weight 76 pounds. 


Model No. 2X Hand Operated counts and pack- 
ages 400 coins a minute or counts 1500 coins 
into o bag. Weight 25 pounds. 

*Both models above count and wrap all de- 
nominations, stopping at 20-30-40-50 coins or 
will count indefinitely. Registers can be reset. 


Bank and Cashiering Supplies 


We con supply most any item needed for han- 
These include various 
types of coin wrappers and currency straps. . . 
coin, mail bags, bond and security bogs . . . 
lead seals and lead seal press . . . steel trays 
for containing wrapped ceins .. . currency 
trays. Please write for catalog describing these 
supplies and our coin handling machines, in- 
cluding RAPID COIN ASSORTER. 


ABBOTT COIN COUNTER COMPANY 


143rd St. and Wales Ave., New York 54, N. Y. 








Complete Line of 
Money Wrappers 


MANUFACTURING COMPANY 
es WORCESTER 8, MASS 


ABA Publishes New 
Money And Banking Text 


In order to provide American In- 
stitute of Banking students with the 
latest material on the place of 
banking and the monetary system 
in the economy, the A.I.B. has pub- 
lished a new textbook, “Money and 


Banking.” The new text, which will - 


be used for the first time in the In- 
stitute’s money and banking classes 
held during the second semester this 
year, replaces the book of the same 
name published in 1940. 

The new text contains material 
on the uses of money, the nature of 
the monetary system, the relation 
of the banking system to the mone- 
tary system, the history of banking 
in the United: States until the time 
of the Federal Reserve System, in- 
ternational aspects of money and 
banking, the relation of money and 
the banking system to economic ac- 
tivity, and several banking and 
money problems which are of cur- 
rent importance. All the material is 
presented in the light of the most 
recent developments in the mone- 
tary and banking world. 


Remington Rand Issues 
Posture Seating Catalogue 


A new booklet on the advantages 
of posture seating in offices from 
standpoints of good health and in- 
creased working efficiency — has 
just been published by Remington 
Rand, Inc. 

The 22-page, four-color booklet, 
containing full catalogue data on 
the company’s line of Aluminum 
Posture Chairs, points out that the 
chairs are adjustable five ways to 
conform to the vastly different 
physical proportions of their users. 
The chairs minimize fatigue, accord- 
ing to the booklet, by providing 
gentle Support where it is needed 
most—in the small of the back. 

Economy is a major feature of the 
chairs, the catalogue emphasizes. 
They “pay for themselves” by pro- 
moting increased output and conse- 
quently effecting substantial sav- 
ings in time. 

All available types of the Posture 
Chairs are illustrated, including 
models for executive, secretarial and 
clerical use. Covering materials, in- 
cluding plastic coated fabric, ma- 
chine-buff leather, Bordeaux-Caval 
Mohair and Bedford Cord, all avail- 





able in a wide variety of colors, 
are illustrated in full-color photo- 
graphs. 

Identified as No. FF-116, the 
booklet may be obtained at any 
Remington Rand Branch Office or 
by writing to the Home Office at 
315 Fourth Avenue, New York 10, 
N. 2. 


















































C. E. Love Named 
IBM Vice President 


Charles E. Love, general sales 
manager of International Business 
Machines Corporation, New York, 
since 1947, was elected vice presi- 
dent in charge of sales at a meeting 
of the company’s board of directors. 

A graduate of Hobart College, 
Mr. Love joined the company in 
1932 as a student sales representa- 
tive at Rochester, N. Y. and later 
served in several sales executive 
capacities in Portland, Me., Peoria, 
Ill. and Chicago. He subsequently 
became instructor of sales in the 
IBM employees’ training school at 
Endicott, N. Y. and then served suc- 
cessively as Electric Accounting 
Machine Division manager in Bos- 
ton and Chicago. 

























































“*Steel-Strong” Federal STRA PS 


Bill Straps ore the only ones that regularly 
deliver currency to Federal Reserve Banks 
in UNBROKEN packages. That's because 
they're made of 50 Ib. Quolity Kraft with 
© breaking strength of 60 Ibs. per sq. in. 
Normal and reverse figures, plus a color 
for each denomination, instantly disclose 
value of package on top edge or bottom. 
Packed 1,000 of one denomination in a box. 


FREE SAMPLES — Write Today, Dept. A 
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New Tape Dispenser 
Prevents Wrinkling 


Tapex, a new tape applier that 
automatically dispenses, applies and 
cuts pressure-sensitive tape without 
the fingers touching the tape, has 
been announced by the Tapematic 


Corporation of Newark, N.J. Oper- 
ated easily by one hand, Tapex 
feeds tape quickly, smoothly, and 
with a flick of the finger cuts it off 
at any desired length. The entire 
operation is automatic, and elimi- 
nates the waste of tape and time due 
to curling, wrinkling and sticking to 
the fingers. 

Made in two sizes of unbreakable 
plastic in wine, green, grey and 
brown, Tapex dispenses rolls of im- 
printed or plain tapes up to 1296 
inches long. Reloading of tape takes 
only a few seconds. Priced at $2.45 
for dispenser handling tape to % 
inch in width, and $2.75 for tape to 
% inch in width. 


Todd Company Promotes 
Six Sales Executives 


Promotion of six members of the 
sales administration force of The 
Todd Company of Rochester, N. Y., 
was announced recently. 

M. Gregg Swarthout, who was as- 
signed to the west coast as field 
administrator last June, has been 
appointed manager of the Los An- 
geles zone office, succeeding Clifton 
W. Hunt, who retired. As his assist- 
ant in directing activities of the 
Los Angeles office, Delbert F. 
Brown, a salesman, was made sales 
supervisor. 

Richard C. Browne, manager of 
the company’s imprinter division 
since its formation a year ago, has 
been made field supervisor, assisting 
Len T. Thomasma, assistant general 
sales manager, in the administration 
of six midwest zone offices. His 
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headquarters will remain in Ro- 
chester. 


Succeeding Mr. Browne as head of 
the imprinter division will be Har- 
old E. Miller, who established an 
especially outstanding record as 
bank supply salesman in the Indi- 
anapolis office. 


Another high - producing sales- 
man, Robert W. Geoghegan of Chi- 
cago, has been assigned to Roches- 
ter as director of sales education 
and training. He succeeds Edward 
Klein, who has taken over a spe- 
cial field assignment as supervisor 
of machine specialists. 


York Announces Complete 
Line Of Room Conditioners 


York Corporation of York, Pa. has 
announced that six new models of 
hermetically sealed room air condi- 
tioners are now available for the 
1950 air conditioning market. 


The two larger models, known as 
Yorkaire Conditioners, Models 150 
and 200, have been equipped with 
step-matic controls which function 
as a humidity balancer and can be 
equipped with duct work attach- 
ments for conditioning multiple 
areas. 


The one-half and three-quarter 
horsepower units, known as Models 
12 and 23, are window-sill units. 
They are finished in two-tone and 
dark ivory to harmonize with the 
interior decorating. A compact ar- 
rangement permits minimum depth 
inside the window. A cooling maze 
coil of staggered-tube and corru- 
gated-fin design makes it possible 
to wring excess moisture from the 
air to provide a cool, dry, refreshing 
climate. A seven-ply easily replace- 
able filter cleanses the air of dirt 
and impurities. Pollen removal re- 
lieves hayfever and asthma suffer- 
ers, too. 


Finger-tip controls permit the in- 
troduction of outside air at any 
time, with or without cooling, and a 
pump-out control quickly removes 
stale air caused by excessive smok- 
ing in the conditioned space. Cabi- 
net insulation and rubber mounted 
mechanism reduce the operating 
sound to a minimum. 

All six new units have cooling 
systems which are hermetically 
sealed at the factory making them 
tamper-proof and trouble-free. The 





NEW LOW PRICES 
HIGH-VALUE SIGNS 


NOW. @ 8 you can cut the cost of 


your forever-beavtiful signs, nameplates 
and letters ... by writing for bids to 
Newman . . . foremost makers of genuine 
hand-chased cast bronze tablets since 1882. 
FRE 1 suggestions and prices. 
Positively no obligation. 


NEWMAN BROTHERS, Inc. 


“Famous for Finer Quality for 68 Years" 
Dept. B-M ° Cincinnati 3, Ohio 


SUBSTANTIAL SAVINGS 
NEW CONTEX ADDER 
$3950 


Plus 


$2.37 
Fed. Tax 


Write TODAY for folders, 


Tipper 
Carrying 
Case 
$2.00 


Wt. 3 Ibs. 
No Tape 


Plastic Case 
Can be used to Add, Subtract, Multiply. 
8 column adder, totals nine. 
No pulling of levers to register totals. 


Immediate direct totals appear in large visible 
dials. 


Can be used like a Comptometer or Calculator. 
Instruction booklet on skillful operation. 


OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLETE SATISFACTION 


ADORESSOGRAPH 
AND 
ELLIOTT 4 


VISIBLE INDEX FILES 


Many styles and mod- 
els from 6 to 33 draw- 
er in all card sizes. 
trays, plates, frames, Popular makes Kardex, 
ribbons, etc. Acme, Rand, etc. 


Dept. BM—40 West 15th St. 
New York 11, N. Y. © CHelasa 3-3442 


Hand and electric. All 
styles. Also cabinets, 
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New M.P. Jr. 


COIN 
CHANGER 


Now Used by 
Progressive 
Bankers 
Throughout 
the 

United 

States 


with EXCLUSIVE » 
HIDDEN CURRENCY BOX 


Here’s beauty and util- 
ity combined. Dress up 
your tellers windows 
with the new, stream- 
lined M. P. Jr. — 
automatic coin changer. 
Exclusive feature— hid- LIGHTER 
den currency and check 9 Ibs. net 
box yf aS e 
top tray. Changer holds 
$125—1¢ to 50¢. Fass LOWER 
— accurate — trouble PRICED 
$59.00 


free. Durable hammer- 
plus tax 


tone gray finish. Fully 
Model with silver dollar keys—$70 plus tax: 


SMALLER 
8”x! 0” x61/, ” 
® 


guaranteed. 


See Your Dealer or Write Direct to 


METAL PRODUCTS ENGINEERING, INC. 
4000 Long Beach Ave., Los Angeles 58, Calif. 


Allison 


COUPON 


COMPANY 
INE. 


NOTHING LIKE IT 


For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 
nothing equals the Payment Coupon 
Book. It combines all notification work, 
all posting forms and all receipts in 
one simple booklet that requires only 


' @ minute or two to prepare. 


Until you learn all about this modern 
method, you will never enjoy freedom 
from detail and unnecessary expenses. 


Samples of what we have done 

for others and complete informa- 

tion will be sent upon request. 

Write to head office: Indianap- 
5 olis 6, indiana. 


entire refrigerating circuit is sealed 
so that the refrigerant charge can’t 
leak out and dirt can’t seep in. These 
sealed circuits are warranted serv- 
ice free to the owner for a five-year 
period. 


Simplified Refund Tables 
In Dollar Amounts 


Published by Beneficial Management Corpora- 
tion, 15 Washington Street, Newark 2, N. J 
Price: $15. 


Some 150,000 computations, 
checking and cross checking to in- 
sure accuracy, went into the prepa- 
ration of this volume of refund ta- 
bles, based on “The Rule of 78ths.”’ 

These refund tables are designed 
to enable the immediate and accu- 
rate determination of the amount 
of refund or rebate‘of any finance 
charge, unearned discount or inter- 
est included in the amount of a 
sales or loan contract, where such 
contract is payable in monthly in- 
stalments and is discharged in full 
prior to the final due date. 

The amounts of such refunds 
shown in these tables are in terms 
of dollars and cents and require no 
calculations. These amounts have 
been calculated on the Direct Ratio 
Method, which is required by vari- 
ous statutes dealing with instalment 
sales or instalment loans. 

To use the table, only these steps 
are required: (1) refer to table in- 
dicating number of scheduled instal- 
ments; (2) select column headed 
with numbered month during which 
the contract was discharged in full; 
(3) select intersecting line starting 
with amount subject to refund com- 
putation. Amount of refund will be 
shown at point of intersection. 

The tables are printed on extra- 
heavy card-index stock and bound 
in Heinn Clipper binder with an at- 
tractive imitation leather cover. 


Burroughs Elects Director 


Dr. Irven Travis, who is in charge 
of electronic research at the Bur- 
roughs Adding Machine Company 
of Detroit, Mich., today was elected 
a director of the Company at a reg- 
ular meeting of the board of direc- 
tors. 

Dr. Travis, formerly Supervisor 
of Research of the University of 
Pennsylvania’s Moore School of 
Electrical Engineering, became as- 
sociated with Burroughs as Direc- 


tor of Research on March 7, 1949, 
and at that time assumed direction 
of the Company’s new electronic re- 
search laboratory in Philadelphia. 
He also continued his association 
with the University of Pennsyl- 
vania by remaining on its faculty 
as a professor. 


Booklet Describes 
New Auto-Typist 


A six-page Auto-typist booklet 
describes the new Dual-Selector 
Auto-typist, Model 5060. This auto- 
matic typing machine will carry as 
many as 100 different paragraphs 
which can be selected by push but- 
tons for the automatic typing of 
routine correspondence. It may also 
be used to produce complete letters 
continuously, including date, name, 
inside address, salutation, etc., with- 
out the touch of a human hand. 


The booklet includes many appli- 
cations for industries and profes- 
sions, shows how Auto-typist letters 
are completely personal, and gives 
a comprehensive cost analysis. Dia- 
grammatic drawings illustrate sim- 
plified operation of the machine. 
For free copy write American Au- 
tomatic Typewriter Company, 614 
N. Carpenter Street, Chicago 7, IIl. 


Economics 


By Shorey Peterson. Published by Henry Holt 
and Company, 257 Fourth Avenue, New York 
10, N. Y. 918 pp. Price: $4.60. 

“Economics” aims to develop a 
realistic understanding of the proc- 
esses, problems and organization of 
our economic life and to equip the 
reader with the tools of economic 
analysis. It gives a unified picture 
of the working of the economy 4s 
a whole and is distinguished by its 
clear style and objective, balanced 
treatment. 

Principles are presented in the 
light of their applications. Specific 
economic practices, problems, and 
policies are systematically integrat- 
ed into the general framework of 
our modified free-enterprise system. 
The author consistently develops the 
practical meaning of basic economic 
ideas, especially in the field of pub- 
lic policy. The material on national 
income, aggregate demand, and em- 
ployment, like the analysis of eco- 
nomic organization on the basis of 
markets, is in realistic perspective. 
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Federal Reserve District Maps 
Available For Banks 


Attractive four-color maps of the 
United States showing cities and 
towns, railroads and rivers plus the 
twelve Federal Reserve Districts in 
contrasting shades are now avail- 
able to bankers at standard prices. 

Decorative as well as practical 
for use in officers quarters, direc- 
tors rooms, employee recreation 
centers and various operating de- 
partments, the map measures 28 
inches wide by 42 inches long and 


may be had in a number of differ- | 


ent forms. 


Boundary lines of each of the 12 
Federal Reserve Districts as well as 
the names of Federal Reserve Bank 
cities, branch cities and territories 
are distinctly marked. 

An additional feature of the very 
practical map, and one which rec- 
ommends it particularly as an in- 
valuable aid in the transit depart- 


ment of any bank, is the check | 
routing symbol schedule which ap- | 


pears as a two inch shoulder along 
the right margin of the map. 


It is this listing with its twelve | 
districts, branches and routing sym- | 


bols printed in bold, quickly read 


type, that has done so much to help | 


banks that have already purchased 
the maps, reduce the missort prob- 
lem. 


Maps are obtainable in flat paper 


sheet form, $1.25; on cloth with | 


wood rods, $5.25; on map-tack 
board with taped edges, $6.00, and 


on composition map-tack board, | 


framed for $17.25....with choice 


of mahogany, walnut or golden oak | 
finish. All prices quoted are for | 


single issues of the map. 


Further information about these | 


Federal Reserve District Maps may 
be obtained by writing Bank Pub- 
lications Division, Rand McNally 
and Company, Chicago 5, Ill. 


IBM Exhibits Punched Card 
Machines At ABA Trust Meeting 


The use of electric punched card 
accounting machines in personal 
trust administration for banks and 
trust companies was one of the fea- 
tures of the International Business 
Machines Corporation exhibit at the 
American Bankers Association’s 
1950 mid-winter trust conference 
in New York City. 
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arene: like Banking, 
is based on Sound Planning 


ey 


(Minmecpous Moun] 


ee 
Helps Farmers Build For The Future 


Bankers, who every year are called upon 
to advise their progressive farmer cli- 
ents, know that their own as well as the 
farmer's future lies in sound business 
planning. These bankers know that 
when a farmer makes an investment in 
quality, dependable MM MODERN 
MACHINES, VISIONLINED TRAC- 
TORS and POWER UNITS, he’s in- 
vesting in machinery that will pay big 
dividends in securing a more stable 
future for all. 


Farmers Expect, AND Get, More In MM 

Farmers know that MM Modern 
Machines, prepare the ground correctly 
... cultivate the crops properly ... and 
harvest the crops right, on time, every 
time. Since MM farm machines are de- 
pendable, a progressive farmer can 
plan his farming soundly. He expects 
and receives more from Minneapolis- 
Moline ...a wise investment for pro- 
gressive farmers everywhere. 














Check Forgery Is One of America’s Fastest Growing Crimes 


“§ EASY WAYS TO RECOGNIZE A BAD CHECK” 
Tells Hout to Prevent Losses from Bad Checks 


Order your copy NOW and protect yourself. You will 
want a copy for every officer and employee in your bank. 


SINGLE COPIES $1.00 
Money back if you are not satisfied. Send for your copy today: 


FRAUD DETECTION & PREVENTION BUREAU 


DEPT. BM-3—— 2515 WEST 82ND STREET, CHICAGO 29, ILLINOIS 











Chase Officers Tour 
South American Countries 
David Rockefeller and Otto T. 






| Kreuser, vice presidents of the 
Chase National Bank, left New 
York recently by air on a seven- 
week trip to six South American 
countries. 

They will call on bankers, gov- 
ernmental authorities and industrial 
leaders in Ecuador, Bolivia, Peru, 
Chile, Argentina, Uruguay and Bra- 
zil in the interest of the Chase’s 
banking relationships and also to 
discuss ways and means of aiding 
the flow of inter-American trade. 


















Continental Illinois Advances 
Members Of Staff 


The board of directors of the 
Continental Illinois National Bank 
and Trust Company of Chicago has 
made the following changes in the 
bank’s official staff. 

Promoted to the office of vice 
president were Berford Brittain, 
Jr.; Louis H. Hammerstrom; John 
P. Hoffmann; Joseph R. Knight and 
Merle G. Glanville. Newly-elected 
second vice presidents are George 

















































































































THE HArigona PICTURE 


In the foreground of 
Arizona’s year-end financial 
picture, two Valley Bank 
figures are predominant: 
53% of ALL Bank Deposits 
62% of All Bank Loans 


SERVING *7@ ARIZONA 
VALLEY NATIONAL BANK 


29 FRIENDLY CONVENIENT OFFICES 
Home Office Phoenix, Arizon 


























































Bank Notes... 





F. Kernan; William G. Olson; Wil- 
liam M. Funck; J. Leslie; and Henry 
J. Rohlf. 

The new assistant cashiers are 
Malcolm C. Curtis; Roy W. Davis; 
Eugene Holland, Jr.; Eric J. Janze; 
Allen W. Mathis, Jr.; Henry Muhs; 
Richard G. Rastetter; Robert A. 
Sharpe; and Eugene J. Tamillo. As- 
sistant secretaries are Victor L. 
Bedingfield; M. McAllister Clarke; 
Victor S. Nelson; and Harold O. 
Schultz. 

Philip N. Cordes was promoted to 
the position. of assistant comp- 
troller, and Norman W. Reed was 
made a trust officer. 


Citizens & Southern Gets 
Deposits Of Atlanta Bank 


The American Savings Bank in 
Atlanta, with a history dating back 
to 1886, has transferred all deposits 
to the Citizens & Southern Bank of 
Atlanta. The latter bank has also 
purchased the loans and some other 
assets of the American Savings 
Bank. 

The former location of the Amer- 
ican Savings Bank, 140 Peachtree 
Street, is now called the Peachtree 
Office of the Citizens & Southern. 

Mills B. Lane, Jr., president of 
the Citizens & Southern National 
Bank, was elected chairman of the 
board of directors of the Citizens & 
Southern Bank of Atlanta, and J. 
Harrison Hopkins was elected as- 
sistant cashier in charge of opera- 
tions of the new Peachtree office. 


Shewmake Is President Of 
Florida National, Miami 


Charles F. Shewmake, formerly 
president of the Florida Bank & 
Trust Company of West Palm 
Beach, Fla., has been elected presi- 
dent of the Florida National Bank 
& Trust Company of Miami. He 
succeeds Leonard A. Usina, who re- 
signed his post to become president 
of the newly-organized Peoples Na- 
tional Bank of Miami Shores. 


First Bank Stock Corporation 
Meets In Hotel Ballroom 


An innovation in Upper Midwest 
financial meetings took place in 
Minneapolis recently when stock- 
holders of First Bank Stock Corpo- 
ration held their twenty-first annual 
meeting—not in a staid banking set- 
ting, as usual, but in the main ball- 
room of Hotel Nicollet. 

“The purpose of the meeting was 
to enable our stockholders to be- 
come better acquainted with their 
Corporation and the men who man- 
age it, and to have a fuller under- 
standing of our policies and opera- 
tions,” E. O. Jenkins, First Bank 
Stock president, stated. “We recog- 
nize that a close relationship be- 
tween stockholders and the Corpo- 
ration can do much to further the 
service of our affiliated banks to the 
public.” 

Mr. Jenkins and other First Bank 
Stock officers were on hand to an- 
swer stockholders’ questions. Slides 
were shown illustrating how vari- 
ous bank affiliates have recently 
improved their quarters. 


First National Bank, St. Louis, 
Announces Two Staff Changes 


Meredith C. Jones was recently 
elected to the newly-created posi- 
tion of senior vice president of the 
First National Bank in St. Louis, 
Mo. Mr. Jones had been vice presi- 
dent in charge of business develop- 
ment activities and national ac- 
counts since he joined the bank in 
September, 1945. 

James P. Hickok has assumed his 
duties as an executive vice presi- 
dent and a director of the bank. 
Mr. Hickok, formerly president of 
the Manufacturers Bank and Trust 
Co., of St. Louis, was elected to 
these positions in September, 1949. 


Emery Is Vice President 
Of American Trust Company 

Ralph R. Emery has been named 
vice president and cashier of Ameri- 
can Trust Company, San Francisco. 

Mr. Emery has been chief assist- 
ant to E. V. Krick for many years, 
whom he now succeeds as cashier. 
Mr. Krick continues as senior vice 
president and treasurer, in charge 
of general operations. 

Emery is past president of Group 
VI, California Bankers Association 
and is presently chairman, Com- 
mission on Bank Operations, C.B.A. 
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Miami Shores Has New Bank 


The newly chartered Peoples Na- 
tional Bank of Miami Shores, Fla., 
opened for business recently with a 
capital of $200,- 
000, a surplus of 
$50,000, and paid 
in undivided 
profits of $25,000. 
The officers of 
the new bank are 
Leonard A. 
Usina, president; 
R. C. Brown, vice 
president and 
cashier, and Agnes B. Barber, vice 
president. 

Directors of the bank are J. Har- 
rell Powell, Walter G. Earnest, 
Leonard Thomson, Julian Frix, W. 
W. Ingalls, H. A. Vivian, Howe E. 
Moredock, Jr., and Miss Barber, 
Mr. Usina and Mr. Brown. 


Leonard A. Usina 


Richmond Bank Takes 
ABA Film To Public Schools 


State-Planters Bank and Trust 
Company, Richmond, Va., reports 
that the American Bankers Associ- 
ation film, “Pay to the Order of,” 
which was presented by the bank to 
the Richmond Public Schools, has 
had 95 showings to more than 3000 
people thus far. A second copy of 
the film has been requested as well 
as additional educational films on 
banking produced by the ABA. 

This is part of State-Planters’ 
Public Relations program which 
includes tours of the bank by stu- 
dents of Richmond and vicinity, and 
informal talks before classes which 
have covered or are currently 
studying banking principles. 


State College of Washington Site 
of Pacific Northwest Conference 


The eleventh Pacific Northwest 
Conference on Banking will be held 
at the State College of Washington, 
Pullman, on April 6th, 7th and 8th. 
Bankers, economists and business 
men from the Pacific Northwest 
States of Montana, Oregon and 
Washington, and a_ considerable 
number from California, will be in 
attendance. Joel E. Ferris, who is 
credited with having originated the 
conference idea in 1936, will again 
serve as Chairman. Following a 
custom which has generally pre- 
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74 Sanker Should Kuow... 


ul 


As an Insurance Buyer... that coinsurance will save 


money. A complete description of what the money- 


saving coinsurance clause is and how it works will be 


mailed you on request. 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 


Combined Statement December 31, 1948 


A+. «oe se 
Liabilities ae a 

Surplus to policyholders - - 
Losses paid to December 31, 1948 


$112,222,583 

57,589,157 
a a 54,633,425 
a. - 442,822,252 





vailed in the past, the Presidents of 
the five bankers associations repre- 
sented will preside. 


Manufacturers Trust 
Promotes Seven Officers 


William H. Moore of the install- 
ment loan department of the Man- 
ufacturers Trust Company of New 
York has been appointed an assist- 
ant vice president. Mr. Moore joined 
the installment loan department in 
1936, heading up the automobile 


loan division. He was appointed an 
assistant secretary in 1946. 

The following members of the 
bank’s comptrollers’ department 
have been appointed assistant treas- 
urers: Franklyn A. Edwards; Peter 
A. Flattery; Michael V. Lacey; John 
F. Clausen; James C. Guerin; and 
John T. Williams. 





“Business goes where it is in- 
vited and stays where it is well 
treated.”—Joseph H. Morrow. 


to provide their Chicago 


accounts with complete banking service, in a 


prompt, efficient manner. Our facilities are at 


your disposal. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicage 


208 SOUTH LA SALLE 


STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 





Mercantile-Commerce, St. Louis 
Promotes Seven Staff Members 


Seven promotions of bank person- 
nel have been authorized by the 
board of directors of the Mercantile- 
Commerce Bank and Trust Com- 
pany of St. Louis, Mo., at its annual 
meeting. The advancements are as 
follows: 


Newell S. Knight, manager, bond 
department, was elected a vice pres- 
ident. Thomas L. Ray, assistant 
manager, bond department, was 
appointed assistant vice president. 
William W. Hibberd, statistician, 
bond department, was appointed as- 
sistant vice president. 


Others are Herbert F. Thomas, 
accountant, income tax division of 
the trust department, who was ap- 
pointed assistant trust officer; Ro- 
bert L. Doelling, assistant account- 
ant, trust department, to assistant 
trust officer; Gerard K. Sandweg, 
appointed assistant secretary, cor- 
porate division of the trust depart- 
ment; and Joseph A. Ostermueller, 
senior clerk in the real estate de- 
partment, who was appointed as- 
sistant cashier. 






We specialize in forwarding ‘of 
funds abroad for cur banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 


Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- > 
mestic banks to establish or extend 
their own remittance service. We 
welcome your inquiries. 


j 


asia title nae rt nema nace 


7 
‘Public National 


BANK AND TRUST 
COMPANY OF NEW YORK 
pres ee 37 Broad Street 
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Local Banks, Business 
To Get Loan Aid From Chase 





American National Joins In Welcoming 


French Trade and Travel Show To Chicago 


American National Bank of Chicago decorated one of its windows 
facing on La Salle Street as shown above to collaborate in welcoming 


“France Comes To You,” 


a combined trade and travel exhibition fea- 


tured in Chicago January 28 to February 3. 

Aimed at stimulating interest in trade with France and the fur- 
ther development of the importation of French products, the show 
embraced more than 40 industries comprising 190 French manufac- 
turers. It was organized by the French Chamber of Commerce in 


the U. S. 


A. M. Strong, vice president of the bank and also president of the 
Importers’ Association of Chicago, delivered a brief address of wel- 
come the evening the show opened. The bank also slanted some of its 


A program of assistance to small 
business on a nationwide scale, in 
cooperation with local banks, was 
announced recently by Winthrop W. 
Aldrich, chairman of the board of 
the Chase National Bank, New 
York. He reported that the bank’s 
board of directors has authorized 
the establishment of a loan fund, in 
the amount of $10,000,000 at the 
outset, for the purpose of partici- 
pating with its correspondent banks 
in extending loans to small busi- 
nesses in their communities. 


“This plan has been devised to 
meet, at least in part, the conten- 
tion that some small businesses are 
unable to obtain the intermediate 
term credit they require,” Mr. Ald- 
rich said. 


newspaper advertising in support of the show. 


The Chase National Bank plans to 
offer cooperation to banks in all 
sections of the country which may, 
because of local circumstances, need 
additional lending capacity for in- 
termediate term loans to local busi- 
ness concerns. Our offer of assist- 
ance is made on a voluntary and 
friendly basis for the sole purpose of 
helping our correspondents in meet- 
ing this problem.” 

More than 3,700 banks in the 
country, at least one of which is lo- 
cated in virtually every county in 
the 48 states, have a correspondent 
relationship with the Chase, it was 
pointed out, and over a period of 
years the Chase has participated in 
many credits with its correspond- 
ents. 

Chase soon will circularize its cor- 
respondent banks giving details of 
the plan. It is emphasized that all 
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applications for small 
loans, under this plan, must be made 
through local banks, not directly to 
the Chase, which will offer to take 
up to 90 per cent of the dollar 
amount of each loan, subject to a 
five-day review period. The local 
banks are to have discretion in ar- 
ranging the terms of these loans up 
to a $25,000 maximum amount and 
for not longer than three years. The 
Chase will allow the local bank % 
per cent as a service fee for handling 
the loan and will request for itself 
a minimum net interest rate of 444 
per cent. 

The Chase will continue its long- 
established practice of participating 
with banks in other cities in the 
negotiation and making of loans in 
excess of the $25,000 maximum 
mentioned above. 


City National Promotes 


At their annual meeting, the 
board of directors of the City Na- 
tional Bank & Trust Company of 
Chicago promoted the following of- 
ficers. W. W. Hinshaw, Jr., former- 
ly trust officer and secretary was 
advanced to vice president and sec- 
retary; John L. Chapman and R. 
Emmett Hanley, formerly trust of- 
ficers, were made vice presidents. 
David T. Burkhard was promoted to 
assistant trust officer. Frank T. 
Fitzgerald and Walter C. Streeter, 
formerly assistant cashiers, were 
made assistant vice presidents. Yale 
Rice and Martin Rockholm were 
elected to assistant vice president 
and assistant auditor, respectively. 

All other officers were reelected. 


Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated, on January 27, 
1950, declared quarterly dividends on 
the Company’s $5 Par Value Common 
Stock and 5% Preferred Stock. 

The dividend on the Common 
Stock is at the rate of 50c per share 
and is payable April 1, 1950 to stock- 
holders of record at the close of busi- 
ness March 15, 1950. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable April 1, 1950 to stock- 
holders of record at the close of 
business March 15, 1950. 

MILTON L. SELBY, Secretary. 
January 27. 1950. 
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Practically every day 


practically every bank in the U.S.A. 


depends in some way on Rand M‘Nally! 


Rand MSNally’s Bankers Directory. The famous Blue 
Book, the banker’s bible since 1872. 


Key to the Numerical System of The American Bankers 
Association—published by Rand MSNally since 1911. 


Christmas Savings Clubs. Complete services, with 
exclusive Rand MSNally features. 


Rand MfNally’s magazine—Bankers Monthly —wel- 
comed every month by thousands of bank officers. 


Serving American Banks since 1872 


RAND MSNALLY & COMPANY 


Banking Division 


536 S. Clark Street ¢ Chicago 5, Illinois 





First National, St. Paul 
Promotes Two Officers 


Ade C. Boysen has been promoted 
to the position of manager of the 
advertising department of the First 
National Bank of St. Paul, and Silas 
E. Rogers has been made assistant 
manager of the department. 


The promotions were made fol- 
lowing the resignation because of 
illness of Albert E. Felsted. 


Mr. Boysen is president of the 
Twin Cities Financial Public Rela- 
tions Association. 





Correction 


Please make the following 
corrections in the Bank Holi- 
days* By States Schedule 
which appeared on page 18 of 
the January, 1950, issue of 
Bankers Monthly. Under 
“April” and opposite the 
State of Massachusetts, insert 
the 19th (Patriot’s Day) asa 
holiday. In the month of June, 
same state, place an asterisk 
after the 17th. 





Story Of Wall Street Told 
In Murals In New York Bank 


Two murals decorate the walls 
of the newest branch of The Na- 
tional City Bank—the Fifth Avenue 
Branch. Located in the new Crow- 
ell-Collier building on the north- 
west corner of Fifty-First street and 
Fifth avenue, the new branch sup- 
plants a former landmark, the 58- 
room home of William H. Vander- 
bilt. 

On the north wall of the bank 
is depicted “Wall Street in 1812.” 
In this mural, the artist, Francis 
Scott Bradford, has portrayed the 
Wall Street of the year in which 
the City Bank of New York was 
founded. The City Bank became 
The National City Bank of New 
York in 1865, after passage of the 
National Bank Act. 

In the foreground of the picture 
shown on this page, at the observ- 
er’s right, is Federal Hall, first 
capitol of the United States. Com- 
pleted in 1704, and originally the 
City Hall, it was used for civic 
affairs for more than a century. Here 
the government of the United States 
was established and remained dur- 
ing its formative years. On the 


portico, on April 30, 1789, George 
Washington was inaugurated as the 
nation’s first president. 





Towering in the center back- 
ground is Trinity Church, standing 
in 1812 as its successor does today 
at the head of Wall Street. To the 
left of Trinity, the small building 
housing “St. Stephen’s Guild, Law 
Papers, Stationery” has long since 
been replaced by the Stock Ex- 
change. Immediately to the right of 
Trinity Church is 88 Broadway, 
built in 1810-11. 

At the extreme right is the Ver- 
planck Mansion, replaced in 1823 
by the New York Branch of the 
Bank of the United States, and lat- 
er by the United States Assay Of- 
fice. Across Wall Street from Fed- 
eral Hall stood the Watch House at 
















































































the American Bankers Association. 


No. 1 Broad Street. This was the 
headquarters of Jas. Culbertson, 
High Constable. Now J. P. Morgan 
& Company, Inc., occupies the site. 
At the left are colonial brick-front 
structures, some formerly private 
homes, but remodeled to house sta- 
tioners, printers and grocers. 

On the west wall is the mural 
“The Elgin Botanical Gardens.” In 
1812, the land on which the Fifth 
Avenue Branch now stands adjoined 
the famous Elgin Botanical Gardens. 
Dr. David Hosack, who held the 
Chair of Botany in the Medical De- 
partment of Columbia College, pur- 
chased the domain called “Elgin” 
in 1801 and created the gardens on 
20 acres, situated between what are 
now Fifth and Sixth Avenues, from 
Forty-seventh to Fifty-first street. 

In 1810, when his expense far ex- 
ceeded his original calculation, Dr. 
Hosack sold the Gardens to the 
State of New York. In 1814, the 
property was sold to Columbia Col- 
lege, and the plot is now covered 
with modern buildings. 


Northcutt Heads Tampa Bank 
Victor H. Northcutt, formerly ex- 
ecutive vice president of the First 
National Bank of Tampa, Fla., has 
assumed his duties as president. 
E. P. Taliaferro, formerly presi- 
dent of the First National Bank, 
has been named chairman of the 
board of directors, Richard B. Mec- 
Carthy and T. L. Barnes were ap- 
pointed to the positions of assistant 
cashier and auditor, respectively. 
Mr. Northcutt is a past president 
of the Florida Bankers Association, 
and a former state vice president of 
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If you've put off installing the Payroll Sav- 
ings Plan in your company because you feel 
it would be “‘a lot of work,” then this adver- 
tisement is certainly for you! Because it's 
really very simple to give your employees 
the advantages of investing in U. S. Savings 
Bonds the easy, automatic ‘‘Payroll’’ way. 


is EASY to install 
"Payroll Savings" 


... and 20,000 companies’ experience proves it pays! 





HERE’S ALL YOU NEED TO DO 





sal Appoint one of your top executives as Savings Bond Officer. 

call Tell him to get in touch with your State Director, Savings 

, sie Bonds Division, U. S. Treasury Department. Here’s what 

front happens... 

a The State Director will provide application cards for your em- 

oe ployees to sign—plus as much promotional material and per- 
“ sonal help as necessary to get the Plan rolling in your company. 

nur _ 

” Th $) — Those employees who want Savings Bonds indicate on the appli- 

Fifth ; RS cations: how much to save from their pay; what denomination o 

i h h f heir pay; what d inati f 

oined . Bonds they want; and the inscription information to appear on 

‘dens. the Bonds. 

k. Your payroll department arranges to withhold the specified 

‘pa amounts, arranges to get the Bonds, and delivers them to the 

‘Igin” employees with their pay. 

ns on a The Bonds may be obtained from almost any local bank or from 

at are j the Federal Reserve Bank or may be issued by the company itself 

from upon proper certification by the Federal Reserve Bank or Branch 

treet. in the company’s District. 

ir ex- 

1, Dr. . 

oe THAT'S ALL THERE IS 10 IT! 

|, the 


| Col- 


vered 


ont. 
»resi- 
Bank, 
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In case you’re skeptical as to how 
many of your employees would like 
to have Payroll Savings, canvass your 
plant—and be prepared for a sur- 
prise. (Remember that pay-check 
withholdings for Bonds are not a “de- 
duction”—the employee takes home 
his Bonds with his pay.) One leading 
manufacturer, who had professed lit- 
tle faith in the Plan, found his eyes 
opened when he asked the people in 
his plant whether they would like to 
obtain Bonds in this way. Within 
only six months after he installed the 


Plan, half his employees signed up. 
A prominent aircraft manufacturer, 
whose company had used the Plan 
for some time, was not aware of its 
potentialities until his personal spon- 
sorship increased participation by 
500% 
ployees. 
THE BENEFITS ARE BIG— 
FOR EVERYONE 


among his ‘company’s em- 


The individual employees gain secur- 


ity—they know that the Bonds they 


hold will return $4 for every $3 at 
maturity. The company gains from 


the resultant increased stability and 
efficiency of its workers. The whole 
nation gains because Bond sales help 
stabilize our economy by spreading 
the national debt and by creating a 
huge backlog of purchasing power to 
boost business in the years ahead. 










Is it good policy to deprive your 
company of Payroll Savings—even 
one more pay day? Retter at least 
have a talk with your U. S. Savings 
Bonds State Director, get the answers 
to your questions, and know for sure. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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Northern Trust Promotes 


Directors of The Northern Trust 
Company of Chicago recently pro- 
moted four officers and elected six 
new officers. 

The promotions were: John A. 
Adair, N. Hall Layman and David 
H. Thomas, Jr., from assistant 
cashiers to second vice presidents 
‘in the banking department, and 
James L. Porter, from assistant sec- 
retary to second vice president in 
the trust department. 

New officers elected were: John 
B. Rigler to assistant cashier, bank- 
ing department; Kenneth Hoffmast- 
er, David W. Dangler and William 
B. Cudahy to assistant secretaries 
in the trust department, and Mat- 
thew Beemsterboer and Ralph M. 
Smith to assistant managers in the 
bond department. 

All other officers of the bank 
were reappointed. 


American National Elects 
Two Vice Presidents 


The American National Bank of 
Nashville, Tennessee, has announced 
the election to the office of vice pres- 


ident of James D. Dillon and David 
H. Crockett, former assistant vice 
presidents. John W. Coles was ad- 
vanced from asst. cashier to asst. 
vice president. Jack'A. Beadles was 
elected assistant auditor. 


D. H. Crockett J. D. Dillon 


Effective February lst, the name 
of the bank was changed to First 
American National Bank of Nash- 
ville. * 


Elect Seven New Cashiers 


Seven new assistant cashiers were 
recently elected to the staff of the 
First National Bank of Atlanta. The 
new Officers are Joseph C. Bagwell, 
Jr., Howard W. Shirley, J. Marvin 
Adams, J. Dorris McClure, Robert 
J. McLeod, Clarence R. Camp, Jr., 
and Edward F. Keen, Jr. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


March 13-14—Annual Savings and Mortgage Conference, Hotel Statler, New York, N. Y. 
March 27-29—National Consumer Installment Credit Conference, La Salle Hotel, Chicago, Ill. 
April 23-25—Executive Council, French Lick Springs Hotel, French Lick, Ind. 

June 11-16—50th Anniversary Convention, A.1.B., Nicollet Hotel, Minneapolis, Minn, 


June 19 to 


July 1—The Graduate School of Banking, Rutgers University, New Brunswick, N. J. 
Sept. 24-27—Diamond Anniversary Convention, New York, N. Y. 


STATE ASSOCIATIONS 


March 29-31—Florida, Belleview Biltmore Hotel, Belleair. 
April 19-20—Georgia, General Oglethorpe Hotel, Savannah. 
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April 23-25—Lovisiana, Roosevelt Hotel, New Orleans. Pp 
May 3- 5—dMissouri, Hotel Statler, St. Louis. 

May 8-10—North Carolina, The Carolina, Pinehurst. 

May 10-11—Indiana, Claypool Hotel, Indianapolis. 

May 10-12—Kansas, Wichita. 

May 15-16—Maryland Traymore Hotel, Atlantic City. 

May 15-16—Texas, Texas Hotel, Fort Worth. 

June 5- 7—lIllinois, 59th Convention, Sherman Hotel, Chicago. 

Nov. 9-11—Arizona, Annual Convention, Arizona Biltmore Hotel, Phoenix. 


Phoenix Insurance Co. 

Pitney-Bowes, Inc 

Public National Bank & Trust Co., 
New York 
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OTHER ORGANIZATIONS Remington Rand Inc 
April 2- 4—NABAC, First Southern Mid-continent Regional Conference, Mayo Hotel, 
Tulsa, Okla. Ss 
April 10-11—Mortgage Bankers Association, Eastern Mortgage Conference, Commodore 
Hotel, New York, N. Y. 
April 14-15—Independent Bankers Association, Savery Hotel, Des Moines, la. 
April 18-21—NABAC, Eastern Regional Conference, Columbus and McAllister Hotels, 
Miami, Fla. 
May 4- 6—National Association of Mutual Savings Banks, Hotel. Commodore, New U 
York, N. Y. 
May 7- 9—NABAC, First Northern Mid-continent Regional Conference, For! Shelby Hotel, 
Detroit, Mich. 
May 11-13—New York Safe Deposit Association, Queensbury Hotel, Glens Falls, N. Y. Vv 
May 17-19—NABAC, Fifth Western Regional Conference, Olympic Hotel, Seattle, Wash. P . +e 42 
Sept. 17-22—Financial Public Relations Association, Hotel Statler, Boston, Mass. Valley National Sank, Pheenin, Art. 
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This machine 


locks out 
errors! 


When a bank’s departments are too busy—or 
too slack—accounting costs rise. This NEW 
National Central Control and Proof Machine 
keeps an even flow of work going to all depart- 
ments from opening to closing time. 


Its automatic error-detection feature—which 


literally Jocks out errors—is found in no 


other machine. It keeps the work continually 


in balance for final balancing of all departments. 

This new National Central Control and 
Proof Machine has numerous time-and-money- 
saving features...easy-control key action... 
flat-pack, fan-folded master tape...ten indi- 
vidual tapes...complete covered and locked 
sorting compartments...and many others. 

Already, users are finding these machines 
surprisingly profitable in controlling and speed- 
ing the work of their proof departments. Even 
a bank handling fewer than 1000 items a day 
can use this new machine with profit. 


National has a complete line of machines for every 
bank accounting job. These are described in a hand- 
somely illustrated 64-page FREE booklet. Your local 
National representative will gladly give you a copy. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 





NEW HORIZONS 


In the first half of this lusty centu- 
ry, Industry teamed with Science, 
has reached dramatic heights. 

What now lies ahead? 

To all with eyes that really 
see, challenging new horizons 
beckon. American business and 
American science are as ever en- 


dowed with courage, enterprise, 
ability... and they are still 
backed by the vast resources and 
sound policies of the great Amer- 
ican Banking System. Such a 
combination can hardly fail to 
make the second half of the cen- 
tury better than the first. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting — makes identification positive. 


TN eM ee 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


HE WAVY UNES @ ARS 6 LAMONTE TRADEMARK 








